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TBE NATIONAL MAGAZINE & fy 0 INSURANCE FINANCE 


about his Life Insurance 


Six things a Service Man should do 


I. YOU ARE NOW IN the armed forces, or are about to enter the service, 


we suggest that it may be wise for you to do one or more of the following... 


Se al 
2 ae 
1. Be sure that premiums on your life 
insurance are paid to date, or paid 
sufficiently in advance to allow for 
possible delay in arranging future 
payments ... particularly if you 
intend to keep your life insurance 
in force through a Government al- 
lotment of pay, or through the Sol- 
diers’ and Sailors’ Civil Relief Act. 





4. Give some thought to the manner 
in which the insurance money is to 
be paid to your beneficiary ...in a 
lump sum, in a monthly income, or 
in other installments which can be 
arranged under your policy. Your 
agent will advise you as to the vari- 
ous forms of settlement available 
and how to take advantage of them. 


BUY WAR SAVINGS STAMPS— 
FROM ANY METROPOLITAN AGENT, 
OR AT ANY METROPOLITAN OFFICE 





2. Make sure that the beneficiary 
designated in your policies is the 
person to whom you want the insur- 
ance proceeds paid. If no beneficiary 
has been designated, you should con- 
sider naming one to avoid the neces- 
sity of having an administrator 
appointed, involving expense and 
delay. 


5. Of course it would be unwise for 
you to take your policies with you. 
Since, however, you might need cer- 
tain information about your insur- 
ance, it is a good idea to keep among 
your effects a paper listing your pol- 
icy numbers, types of policies, 
amount of each policy, amount of 
premiums, premium-due dates, and 
the names and addresses of benefi- 
ciaries, 








3. If your policy provides for thie 
designation of a contingent bene 
ficiary and one has not been named, 
it probably will be well to name one. 
Then, if the original beneficiary hap 
pens to die before you do, the 
proceeds will be payable to the con- 
tingent beneficiary without delay. 





6. Leave your policies in a safe place, 
accessible to your family. Instruct 
the custodian of your policies to 
consult your agent or your Company 
if any questions arise. Your nearest 
Metropolitan agent will be glad to 
be of service in connection with your 
Metropolitan policies. Or write the 
War Service Insurance Bureau, 
Metropolitan Life Insurance Co., 1 
Madison Avenue, New York City. 








COPYRIGHT 1942—METROPOLITAN LIFE INSURANCE OMPANY 

Thi Nu r 54 iy r + 

ac rer neurar ane oer Copies 
of preceding ad rlisen Series wil be mauied upon request. 


Metropolitan Life Insurance C 


(A MUTUAL COMPANY ) t ») 
s 


Frederick H. Ecker, CHAIRMAN OF THE BOARD Leroy A. Li» 


1 MADISON AVENUE, NEW YorK, N. Y. 


é 


ompany 


in, PRESIDENT 

















THIS IS THE FIFTY-FOURTH in Metropolitan’s series of advertise- 
ments designed to give the public a clearer understanding of how 
a life insurance company operates. It appears in; Collier’s, Nov. 7; 


Business Week, Nov. 7; Forbes, Nov. 1; 


Nation’s Business, Nov.; 


American Mercury, Nov.; This Week, Nov. 8; Newsweek, Nov. 2; 
American Weekly, Nov. 1; Time, Nov. 2; U. S. News, Nov. 6. 
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KARDEX VISIBLE 
EQUIPMENT IS 
NOW AVAILABLE 


WITH 














@ War important Kardex is now available to 
all users in an alternate wood housing... with- 
out priority. You may confidently specify it for 
any recording need with full assurance that you 
are receiving the same swift, fact-finding sys- 
tem always inherent in a Kardex control. 


For, correctly used, the word alternate means 
equivalent when applied to the new Admini- 
strator line of Kardex equipment. Built for 
permanent use, it is exactly the same product 
with the single exception of its conservation 
of steel. The same control features, the same 
follow-through effectiveness that has won it 
acceptance with 80° of all Navy “E” Award 
winners, is present. 


In fact, today’s Kardex is more readily applied 
to insurance needs than the famous pre-war 
equivalent. The thousands of solutions devel- 
oped for vital wartime operations has created 


Office Furniture 
DESKS, CHAIRS, TABLES 


1942 


CRITICAL MATERIALS 


a new back-log of experience that is available 
to you for instant installation. 


The new administrator cabinets are supplied 
in a wide variety of sizes and can be adapted 
to any requirement. As always, you can cus- 
tombuild for your exact needs from standard 
equipment. 


ACCEPT THIS FREE OFFER 


Remington Rand has prepared a colorful new 
manual, complete with prices, illustrating and 
describing the new Kardex and Kolect-A- 
Matic visible products. It’s 28 pages present, 
in detail, a thorough analysis of the Kardex 
potential, along with detailed studies of im- 
portant applications currently used in the war 
effort. You may have this free book for the 
asking. Just drop a card to Remington Rand, 
Buffalo, New York. No obligation, of course. 


WOOD EQUIPMENT BUILT FOR /22maxcn? USE 


REMINGTON RAND 


NOVEMBER 
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When the groundwork ts nigh ¢ 
re easy lo WH 


There is a reason why 


men continue to move 
rapidly upward into man- 
agement positions with 


Connecticut General, and 
it is simply this: 

The entire Connecticut 
General organization is 
geared to the development 
and advancement of each 
man to the limit of his 
capabilities. With the help 
of our thorough and con- 
tinuing training program, 
each man learns not merely 
to sell insurance policies, 
but to dig deep. . . to care- 
fully correlate each client’s 
insurance plan with his 
complete financial _ pro- 
gram. 

Men who make sales this 
way know life insurance 

. they are the men who 
have the knowledge and 
the experience to assume 
important management re- 
sponsibility. And with 
Connecticut General these 
men do move rapidly up- 
ward. 








Diisiaclinid Connad 


LIFE INSURANCE COMPANY 


Hartford, Connecticut 


Life Insurance, Accident and Health 
Insurance, Salary Allotment Insurance 
and Annuities, All Forms of Group 
Insurance, and Group Annuities. 
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LIFE INSURANCE SALES RESEARCH BUREAU 


The volume figures included in this Survey represent esti- 
mated total Ordinary new paid-for Ordinary Insurance 
sales exclusive of increases, revivals, dividend additions, 
reinsurance acquired, annuities, group and wholesale busi- 
ness of all companies operating in the United States. These 
estimates are based upon the experience of 53 companies 
representing 81% of the new Ordinary Life Insurance in 
the United States. 

The comparative percentages are based upon the actual 
experience of the 53 contributing companies. 

The Index figures represent a comparison of the current 
month or year-to-date period with the average sales for 
the corresponding month or year-to-date period during the 
five years, 1937-1941. 


Ordinary Sales by States 


SEPTEMBER 1942 
Vol- Ratios In- 
ume °'42-'41 dex 
in All All 


YEAR TO DATE 

Ratios In- 
Sales °42-’41 dex 
Volume All All 


$1,000 Cos. Cos. in $1,000 Cos. Cos. 
Rear eee $4,736 72% 88% $47,160 93% 101% 
eRe ete 1,088 78 89 11,252 85 84 
eee 2,560 8&2 88 30,071 98 101 
ee 31,630 81 97 340,760 103 109 
EER Swainea 3,798 76 80 39,737 92 86 
2 eee 8,705 73 95 99,826 97 108 
ee, 1,395 85 104 15,157 101 106 
le 2 er 3,984 78 85 45,298 92 92 
ER ar egeaie 4,581 65 79 51,035 81 89 
BO ah a hia ase 7,153 70 93 67,256 91 98 
Idaho ....:.. 1,483 80 98 13,052 98 94 
PES 32,199 73 85 367,971 92 91 
rarer 10,719 74 86 120,218 93 100 
BOWE kicacs. 8,562 80 87 88,332 93 O4 
“See 6,984 84 105 66,900 102 =108 
_ eee 4,924 70 85 57,774 97 105 
SASS ree 4,772 87 o4 47,518 98 98 
_ ee ae 2,773 99 112 26,435 108 107 
re 7,452 85 103 80,811 102 112 
err 16,605 73 90 198,594 93 99 
eee 18,378 77 92 209,438 92 102 
re 8.815 77 82 93,996 92 89 
ME scieri Geuis 2,627 78 85 25,723 92 89 
eae 12,971 83 87 151,141 104 97 
SL © aicma hye 1,335 74 78 14,747 87 88 
TO ~ oS gaws 4,962 89 96 51,278 101 102 


2 eee 292 44 62 4,196 89 97 


se irae 1573 76 90 20,090 96 110 
EE rs 15,846 65 78 208,930 94 98 
N. M. aes Ze 71 9,187 98 92 
i, ae otc nie 50,514 67 74 688,828 94 92 
ae ee 6,975 75 89 67,657 85 95 
a . ere 1,209 75 87 12,711 98 101 
Re ae 25,260 70 84 300,501 94 99 
COURS cavers 5,567 76 78 60,782 94 83 
RS tale tia iokc ict 3,938 73 83 43,424 99 102 
rR 34,765 70 83 393,659 90 94 
OE ae 2,830 68 85 36,079 93 104 
a Ae 3,905 93 111 35,743 97 108 
a | a ae 1,700 84 106 14.440 97 105 
TS seta ss 6,126 66 79 67,685 92 98 
ND noc dc 22,546 83 86 217,447 91 90 
eee 2,980 105 139 26,019 110 124 
EE 1,104 74 84 11,404 8&6 92 
| RP ror 7,009 74 99 71,568 90 105 
i ae 8,371 81 110 84,939 104 123 
ie: Se 3,972 78 89 40,135 91 95 
Cees 9,592 77 91 110,284 104 108 
a 687 72 71 7,534 79 81 


U. S. Total $432,679 74% 86% $4,894,722 94% 97% 
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SALES 


Year to Year to 
City Data: Month Date City Data: Month Date 
Boston 72% 95% Los Angeles 83% 108% 
Chicago 68 89 New York 62 96 
Cleveland 70 91 Philadelphia 63 91 
Detroit 77 95 St. Louis 84 104 


ASSOCIATION OF LIFE INSURANCE 
PRESIDENTS 


New Paid-For Life Insurance—Not Including Revivals, 
Increases or Dividend Additions—39 United States 
Companies Having 81°, Total Outstanding Insurance 


(000 omitted) 1941 1942 
over over 
Month 1940 1941 1942 1940 1941 


Ordinary Insurance 








Jan. $404,723 $410,922 *$786,518 1.5% 91.4% 
Feb. 397,891 408,953 *475,711 28 16.3 
Mar. 439,506 455,226 *418,766 3.6 -8.0 
Apr. 448,548 463,069 * 368,503 3.2 -20.4 
May 438,951 458,871 * 360,413 4.5 -21.5 
June 419,750 449 534 * 366,673 7.1 -18.4 
July 437,000 448,433 * 367,131 2.6 -18.1 
Aug. 401,648 442,028 *324 886 10.1 -26.5 
Sept. 380,642 440,827 330,574 15.8 -25.0 
$3,768,659 $3,977,863 $3,799,175 5.6% 4.5% 
Industrial Insurance 
Jan. $113,111 $126,458 $119,820 11.8% -5.2% 
Feb. 125,226 136,166 126,492 8.7 7.1 
Mar. 138,545 148,978 140,735 75 -5.5 
Apr. 135,852 147,462 139,021 85 57 
May 141,922 151,391 141,378 6.7 -6.6 
June 128,231 135,633 129,863 5.8 4.3 
July 124,192 128,783 112,917 3.7 -12.3 
Aug. 123,110 131,329 112,240 6.7 -14.5 
Sept. 127,974 128,493 111,795 4 -13.0 


$1,158,163 








$1,234,693 $1,134,261 6.6% -8.1% 


Group Insurance 

















Jan. $134,507 $35,063 $49,076 -73.4% 40.0% 
Feb. 38,120 43,240 50,231 13.4 16.2 
Mar. 37,556 41,992 97 826 11.8 133.0 
Apr. 39,800 51,096 124,823 28.4 144.3 
May 44,869 46,765 87,773 4.2 87.7 
June 48,946 62,977 161,061 28.7 155.7 
July 43,520 82,909 151,344 90.5 82.5 
Aug. 53,757 71,689 83,304 33.4 16.2 
Sept. 40,720 130,229 84,799 219.8 -34.9 

$481,795 $565,960 $890 236 17.5% 57.3% 

Total Insurance 

Jan. $652,341 $572,443 *$955,.414 -12.1% 66.9% 
Feb. 561,237 588,359 *652,434 48 10.9 
Mar. 615,607 646,196 *657,327 5.0 1.7 
(pr. 624,200 661,627 *632,347 6.0 44 
May 625,742 657,027 *589 564 5.0 -10.3 
June 596,927 648,144 *657,597 8.6 1.5 
July 604,712 660,125 *631,391 9.2 44 
Aug. 578,515 645,046 *520,430 11.5 -19.3 
Sept. 549,336 699,549 527,168 27.3 -24.6 

$5,408,617 $5,778,516 $5,823,672 6.8% 8% 

* Revised. 
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The Union Central Life Insurance 
Company is proud to have been able 


to make this valued contribution 


The UNION CENTRAL LIFE 
INSURANCE COMPANY 


CINCINNATI, OHIO 














“RALPH, YOU SEEM TO BE THE BUSIEST 
MAN IN TOWN THESE DAYS...” 


“MAYBE | AM, TOM. THESE ARE 
IMPORTANT TIMES FOR LIFE 
INSURANCE MEN... 


“You see, Tom, lots of people are making extra money 
now. That means that we have a better market for life 
insurance. But it means something else, too. It means 
that these families will be better off for years to come 
if they invest their money in life insurance. So we're 


helping other people as well as ourselves!” 


LiFe INSURANCE COMPANY 


OF BosTON, MASSACHUSETTS 


GUY W. COX, President 
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Ite EDITORS’ 
CORNER 


xxx The arrangement under which all members of a 
family may be insured under one policy is generally 
known as Family Group Insurance, and this plan has 
received wide-spread publicity of late because of the 
mail order and radio solicitation campaigns of certain 
companies in this field. A few of the regular life insur- 
ance companies do write this type of insurance but they 
are in the minority and their forms differ greatly from 
the type we are discussing. Also, the regular form of 
Group Life Insurance, covering the lives of many per- 
sons at one time on a Term basis, should not be con- 
fused with the Family Group plan. As to the latter 
form, there seems to be quite a bit of misunderstanding 
concerning the extent of the actual coverage afforded 
under these policies and the cost thereof. On their face, 
they appear to be low in cost and liberal as to provisions, 
but most of them contain numerous restrictions, some 
of these clearly stated and others hidden in the phraseol- 
ogy employed in the policies. There is no short cut to 
low cost life insurance, “You get what you pay for.” 
There is no “bargain” contained in this form of insur- 
ance and this fact is clearly brought out in a critical 
editorial on the subject starting on page 11. A speech 
of Paul F. Jones, Director of Insurance of the state of 
Illinois, before the Sales Congress of the Life Under- 
writers Association in Peoria, Illinois, October 24th, 
severely censured the activities of certain companies 
writing Family Group. 


**k Considerable interest is being shown in the pro- 
portionate investments by individual life insurance com- 
panies in United States Government bonds. We regu- 
larly publish information regarding such holdings and 
new purchases by those companies which have made 
announcements. At the end of 1941, life insurance 
companies had invested about 20% of their admitted 
assets in United States Government bonds, and it is 
expected that by this year-end the percentage will be 
well over 25% ; some companies are now beyond the 
one-third point. Purchases of Government bonds by life 
insurance companies so far this year have passed the 
2 billion mark and their holdings of Governments now 
aggregate more than $8,500,000,000. Fifty-eight per 
cent of every dollar invested by the life insurance com- 
panies this year has gone into Government securities, 
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in addition to investments in industrial, utility, railroad 
and mortgage financing, thus constituting direct and in- 
direct aids to the national war effort. Funds employed 
to purchase life insurance are non-inflationary since the 
insurance company invests its money in Government 
bonds to a very large extent, as indicated here; life in- 
surance companies do not compete with individuals on 
the market for consumer goods, and do not bid up 
prices. Information on purchases of Governments and 
total holdings is given each month in the “Company 
Section” of the News (starting on page 55 in this 
issue ), and in the “Editorial Section” from time to time 
we review the situation as regards aggregate holdings 
of the industry—see page 42 of Best’s October Ist 
News for aggregates. 


*kk The subject of Group Annuities is one which is 
receiving attention these days, not only because of the 
social aspects of such plans, but also because under the 
tax laws employer concerns are allowed a deduction 
against income tax for contributions made to such 
benefit set-ups for plans which qualify under the Gov- 
ernment’s regulations. A special article prepared by 
H. E. Blagden, Assistant Actuary of the Prudential 
Insurance Company, reviews the history of pension 
plans, the actuarial and practical difficulties involved, 
recent changes of major importance in the field and 
the future possibilities ; several actual illustrative cases 
are included in this article, page 13. 


**k*k Many problems present themselves today to life 
insurance company executives, some of these being en- 
tirely new ones created by the war and others being the 
result of factors brought about by the economic stage 
through which.we have been passing. In an address 
delivered before the American Life Convention meet- 
ing in Chicago, Grant Torrance, Treasurer of the Busi- 
ness Men’s Assurance Company, Kansas City, explored 
the situation related to investment problems and con- 
cludes by pointing out the necessity of careful future 
planning in this department of life insurance company 
operations. His article, “Financial Problems,” appears 
on page 19. 


*kk Because the present war is on a scale never before 
experienced, encompassing practically the entire globe, 
many complicated situations present themselves to the 
claim departments of the life companies in effecting 
settlements under policies on the lives of those in the 
armed services and others under war-time conditions. 
These difficulties are reviewed by V. J. Skutt, Vice 
President of United Benefit Life Insurance Company, 
in a digest of his address on “The Administration of 
Policy Payments in Time of War,” delivered before the 
Legal Section of the A.L.C. meeting ; page 23. 





NO SUBSTITUTE FOR LIFE INSURANCE 


With the war program absorbing so many es- 
sential materials, scientists continually seek substi- 
tutes to serve military and civilian needs. Nylon 
and rayon replace silk, plastics are just as service- 
able as metal for many purposes and experiments 
are under way to produce synthetic wool from 


wheat and milk. 


In the realm of finance, however, no substitute 


will ever be found for life insurance. ‘**There’s 


nothing like life insurance” is the literal truth, not 
just a catch-phrase. Only through life insurance 
ean a man establish his estate at once and pay for 
it in installments. Only through life insurance 
can he know with certainty that his family will be 
provided for whether he dies tomorrow or years 
hence. The event that precipitates the crisis also 
provides the funds to meet it. In this, life insur- 
ance is absolutely unique. Nothing can take its 


place. 


Buy War Savings Bonds and Stamps 


THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


C. F. WILLIAMS, PRESIDENT 


HOME OFFICE—CINCINNATI 
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WAR AGAIN 


OWN in the vaults, you'd find the records of 
other war years... 1861...1898...1917.... 
Now, you will find the records of still another war 
being written. War, panic, disaster, epidemic . . . 
these are old foes, met and vanquished, in the eighty- 
five years Northwestern Mutual has been writing life 
insurance. 


What of the records? Since our incorporation in 
1857 we have paid more than $2,800,000,000 to 
policyholders and beneficiaries. Assets now exceed 
$1,480,000,000. During the past ten years, for in- 
stance, 26.8% of the gross premiums received have 
been returned to policyholders as dividends. But 
these are figures. 


What of our business? The true measure of satis- 
faction lies, not alone in an auditor's figures, but in 
the simpler language of the human heart . . . such as— 


Dear Northwestern: 


I have wished many times that I 
might rush to the one who drew my 
husband’s attention to this partice- 
ular kind of insurance and tell him 
what a wonderful blessing it has 
been. It is as though on each seve 
enteenth of the month I had received 


The Northwestern Mutual 


MILWAUKEE : 


—and a letter... 


a special and loving message directe 
ly from my husband. 


"The thought that as long as I 
live and as long as my daughter 
lives after me, we shall have this 
monthly provision for our comfort, 
is a tremendous solace. 


My husband’s going from this life 
was very sudden and utterly unexe 
pected, but there has never been any 
horror in my mind connected with itee 
only pride that, expecting to live 
indefinite years, he should still 
have arranged his affairs in such a 
way that, in spite of this unimage 
ined end of his career, I might go 
on living with my accustomed ease, 
in the manner we had enjoyed toe 
gether and quite as though I might 
expect him home within a few days. 
It has made everything incalculably 
easier. 

"I never miss a chance to mention 
this whenever opportunity offers, 
for insurance of this sort seems the 
most wonderful pledge a wife could 
receive from her husband." 


(Signed: Mrs. A------- Be------ 


beneficiary) 


Life Insurance Company 


WISCONSIN 
1857-1942 
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PAMILY GROUP INSURANCE 


Aduertising and Radio “Bargains” 


N recent years, Family Group life insurance has been 

issued in relatively large amounts, particularly by 

assessment companies, some of them with limited re- 
sources. In soliciting this business the companies have 
used newspaper ads, mail order and radio broadcast 
campaigns. There are a few regular life insurance 
companies which offer Family Group insurance but the 
benefits provided are boader and on a sounder basis. 
In these cases each member of the family is considered 
individually and one policy is issued, the premiums 
charged being similar to those required for a Whole 
Life contract, and the benefits provided are those that 
are generally found in a standard form of policy. Such 
policies are usually written without medical examina- 
tion unless the inspection reports or the agent’s report 
show something unusual. These are not the subject of 
this discussion and should not be confused with those 
described hereafter. 


No “Bargains” 


From several inquiries we have received, it is ob- 
vious that many policyholders and prospective policy- 
holders of this Family Group insurance do not 
thoroughly understand the benefits provided in these 
policies. Perhaps it is the glowing advertising literature 
they have read, or perhaps they have been influenced by 
the vehement remarks of the radio broadcasters. If they 
had obtained a sample policy and carefully read it, it 
should have been very plain that there was no “bar- 
gain” involved. These forms are replete with restric- 
tions governing the company’s liability and the amounts 
payable thereunder. One should always keep in mind 
the fact that life insurance has a very definite cost to 
which there is no short-cut—this cost must be paid. 
When one policy form appears to be extra liberal, look 
to the policy provisions and the actual coverage because 
no company can issue a form that cannot be duplicated 
by the next company, if standard underwriting prin- 
ciples are upheld and the ideal of liberal life insurance 
practice maintained. 


Advertising Technique 
The advertising campaigns are quite colorful and this 
seems to be characteristic of these arrangements. In- 
vitations are extended to insure the entire family—men, 
women and children, from the day old infant to the 75 


NOVEMBER I, 1942 


year old grandpa, all in one big family group policy 
and all at a premium representing only a few cents a 
day. Having aroused the interest of the prospect, and 
captured his curiosity, usually a free inspection of the 
policy is offered with no obligation of any kind being 
incurred, and no advance payment of money required. 
The prospect is invited to see for himself that the policy 
bears in bold type, the figures of $1,000 for natural 
death, $2,000 for auto accidental death, and $3,000 for 
travel accidental death or similar benefits and also that 
“no medical examination” is required. The advertising 
literature is well done and the prospect is likely to feel 
that here indeed is just. what he has been seeking—a 
real insurance “bargain.”” That’s what the arrangement 
appears to offer at first glance, but if he would only take 
the time to study it or call in his life insurance agent, 
his eyes would be opened. 


Variations in Approach 


There are variations in the wording of advertise- 
ments, letters and radio scripts, but the substance is 
about the same. Probably thousands of “uninsurables” 
gape at these wonderful claims and send in their dollar 
month after month until death brings the beneficiary 
face to face with the necessity of effecting a settlement 
under one of the most complicated and restrictive forms 
to which the inexperienced public has ever been ex- 
posed. Some of these restrictions involve total absence 
of liability on the part of the company, under another 
a token refund of premium only is made, and under 
another a pitifully small payment discharges in full all 
liability under a restricted policy which perhaps was 
never studied or understood by the insured or the bene- 
ficiary. Other enticing references are included in the 
literature, such as no agent will call—when the com- 
pany pays one death claim the contract continues in 
force on the rest of the family if premiums are paid— 
we want you to see with your own eyes this new and 
unusual policy that insures your family for only three 
cents a day—by insuring several members of the family 
under one contract, only one notice to send, one set of 
records to keep, no branch offices, and using the mail 
and advertisements to reach many families instead of 
one person at a time, all savings can be passed on to the 
policyholder. There may be some element of fact in 

(Continued on page 52) 











FOR VICTORY TODAY 
| SINESS TOMORROW 


AND SOUNT 


Get This Flag Flying Now! 


This War Savings Flag which flies today 
over companies, large and small, all across 
the land means business. It means, first, 
that 10% of the company’s gross pay roll is 


being invested in War Bonds by the workers - 


voluntarily. 


It also means that the employees of all these 
companies are doing their part for Victory 
... by helping to buy the guns, tanks, and 
planes that America and her allies must have 
to win. 


It means that billions of dollars are being 
diverted from “bidding” for the constantly 
shrinking stock of goods available, thus put- 
ting a brake on inflation. And it means that 
billions of dollars will be held in readiness 
for post-war readjustment. 


TYERYBON . Save With 


Think what 10% of the national income, 
saved in War Bonds now, month after month, 
can buy when the war ends! 


For Victory today ... and prosperity tomor- 
row, keep the War Bond Pay-roll Savings 
Plan rolling in your firm. Get that flag fly- 
ing now! Your State War Savings Staff Ad- 
ministrator will gladly explain how you may 
do so. ; 
If your firm has not already installed the Pay- 
roll Savings Plan, now is the time to do so. 
For full details, plus samples of result-getting 
literature and promotional helps, write or 
wire: War Savings Staff, Section F, Treasury 
Department, 709 Twelfth Street NW., 
Washington, D. C, 


)) War Savings Bonds 





This Space Is a Contribution to America’s All-Out War Program by 
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GROUP 


OR years employers in 

United States, in particular 

railroads, had provided pen- 
sions for their employees either on 
an informal or a formal basis, but it 
was not until 1921 that an insurance 
company offered a contract as a 
means of funding the cost of such 
pensions. ; ; 

Because the need for a pension 
plan does not make itself apparent 
during the early years of operation 
of a corporation, many plans had 
not been established until the cor- 
poration had been in existence for 
a number of years and, as a result, 
pensions either were paid out of 
current income with their continu- 
ance dependent upon the continued 
prosperity of the corporation, or 
else some provision was made ahead 
of time, usually, however, upon an 
inadequate basis. Often the provi- 
sion made for pensions was in the 
form of a book liability with no 
segregation of assets, and conse- 
quently with very little added se- 
curity to the pensioners in the event 
the corporation ran into financial 
difficulties. Even where plans had 
been established on a trustee basis 
with assets segregated and not sub- 
ject to control of the employer, the 
guarantee to the pensioners and to 
active employees who might antici- 
pate receiving pensions was depend- 
ent upon the correctness of the as- 
sumptions made in estimating the 
outstanding liabilities at any time. 
If these assumptions were not suf- 
ficiently conservative either the 
amount of pensions would have to 
be reduced or further funds set 
aside by the employer. This latter 
would naturally depend upon the 
continued successful operation of 
the employer's business. 

With the lack of assurance to 
pensioners that their pensions would 
be paid under the existing self- 
administered plans, there seemed to 
be a definite field for insurance com- 
panies. A life insurance company 
could offer a contract under which 
once the consideration had been paid 
for a specified amount of pension 
the payment of such pension be- 


the 
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ANNOITIES 


came an obligation of the insurance 
company. It was with this back- 
ground that the Metropolitan Life 
Insurance Company first experi- 
mented with the issuance of what 
are now known as Group Annuities. 

This experiment took the form of 
the issuance under a Group Pension 
contract, as it was then called, of a 
pension bond for each employee, the 


bond being a single premium de- 
ferred annuity of $10 a year payable 
at age 65, which upon purchase be- 
came the absolute property of the 
employee. The plan of purchase 
provided for the purchase of a bond 
each year so that an employee with 
forty years of service would have 
forty bonds purchased for him and 
could expect to receive an annuity 
of $400 a year. 

When we consider that the most 
generally accepted basis for calcula- 
tion of pensions under self-admin- 
istered plans had been to use the 
number of years of service and 
either the salary during the last year 
of service or some modification of 


by H. E. BLAGDEN 
Assistant Actuary, 
Prudential Insurance Company 
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this based perhaps upon the aver- 
age for the last five years or the last 
ten years, it can be appreciated that 
a plan such as outlined above had a 
very limited application and conse- 
quently a limited acceptance. A 
further objection arose from the 
fact that all employees leaving serv- 
ice had absolute title to the annuity 
and consequently the employer re- 
ceived no return. 

In a paper presented by Mr. Ho- 
haus to the American Institute of 
Actuaries in June 1929, he gives 
figures which indicate that at the 
end of 1927 the Metropolitan had 
just 18 contracts in force but that 
by the end of 1928 they then had 46 
contracts in force. This rapid de- 
velopment during 1928 can probably 
be ascribed partly to the fact that 
the sales organization of the Metro- 
politan had had time in which to 
build up a number of contacts and 
partly to the development of a form 
of Group Annuity contract which, 
with changes made from time to 
time, forms the basis of the Group 
Annuity contracts now being issued. 
Also, by this time other insurance 
companies were actively soliciting 
this type of business. Competition 
has usually had a healthy effect upon 
the growth of a business, and it was 
to be anticipated that this would 
prove true of Group Annuities. 


General Principle of Group Annuities 


Essentially, the fundamental prin- 
ciple behind the funding of a re- 
tirement plan through the medium of 
a Group Annuity contract is the 
purchase, each time a consideration 
is received, of a deferred annuity. 

(Continued on next page) 
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Type of Business 

Effective Date 

Eligibility Requirements 
Normal Retirement Age 
Compulsory Retirement Age 


Amount of Retirement In- 


come 


Rate of Employee Contribu- 
tions 


Basis for Determining Em- 
ployee Contributions 


Amount of Employer Con- 
tributions 


Disability 


Amount of Benefits 


Normal Form of Retirement 
Income 


Optional Retirement Age 


Optional Retirement Benefit 


Death Benefit Prior to Re- 
tirement 


Withdrawal Benefit Prior to 
Retirement 


Vesting Provisions 


Discontinuance Provisions 





TABLE | 
Main Features of Representative Group Annuity Plans 
in Effect December 31, 1936. 


; Company A 
Office Equipment 


December 20, 1935 

None 

Males and females 65 

None stated 

Money purchase future serv- 
ice 

Past service 144% of salary 
times years of service 

Graded rate depending upon 
calendar year and age at 
entry into Plan, designed 
to produce total contribu- 
tions and Social Security 
taxes of 4% to 6% de- 


pending upon age at en- 
try. 


Actual salaries 
Match employees’ contribu- 
tions 


None 


Cash refund for employee 
purchased annuity; life 
annuity for employer pur- 
chased annuity. 


Ten years prior to normal 


Contingent annuity option 


Contributions with interest 


Contributions with interest 
if less than five years un- 


der plan; otherwise full 
future service annuity pur- 
chased by employee and 
employer contributions 
and a year of past service 
for each year a contribu- 
tor. No surrender priv- 
ilege. 


Full and unconditional vest- 
ing of future service an- 
nuity after 5 years and 
progressive vesting of past 
service annuity. 


Paid-up annuity with no 
cash value unless annuity 
small in amount. 





Company B 
Bank 


July 1, 1933 

Six months’ service 

Males 65, females 60 

Males 70, females 65 
Future service 2% of salary 
Past service 1%% of salary 
times years of service 

c 


5% of employee’s salary 


Salary classes 


Cost of benefits in excess of 
employee contributions 


None 


Cash Refund Annuity 


Five years before retirement 
at employee’s option. Any 
time at employer’s option. 


Contingent annuity option 


Contributions without inter- 
est 


Contributions without inter- 
est or deferred annuity 
purchased thereby with 
right to continue contribu- 
tions. 


20 years of service—then 
withdrawal of contribu- 
tions. 


Paid-up deferred annuity but 
apparently subject to can- 
cellation by withdrawal of 
employee contributions. 





Company D 
Fire & Casualty Insurance 


June 1, 1933 

Six months’ service 

Males 65, females 60 

Normal retirement age 

Future service 14% 

Past service 1% times years 
of service after age 30 


minimum $25 a month 


3% 


Salary classes 


Cost of benefits in excess 
of employee contributions 


15 years’ service 


Pension earned to date with 
minimum of $25 a month 


Cash Refund 


Five years prior to normal 


Contingent annuity option 
Life annuity. Annuity pay- 
able for period certain and 
subsequent lifetime 

interest 


Contributions with 


Contributions with interest 
or paid-up annuity pur- 
chased by his contribu- 
tions. 


Deferred annuity for all an 
nuity purchased to date; 
actuarial equivalent of im 
mediate annuity if return 
of employee contributions 
with interest. 
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Type of Jusiness 


Effective Date 


Eligibility Requirements 


Normal Retirement Age 


Compulsory Retirement Age 


Amount of Retirement In- 


come 


Rate of Contri- 


butions 


Employee 


Basis for Determining Em- 
ployee Contributions 


Amount of Employer Con- 
tributions 


Disability 


Normal Form of Retirement 
Income 


Optional Retirement Age 


Optional Retirement Benefit 


Death Jenefit Prior to Re- 
tirement 


Withdrawal Benefit Prior to 
Retirement 


Vesting Provisions 


Discontinuance Provisions 
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TABLE Il 
Main Features of Representative Group Annuity Plans 
Currently in Effect 


Company G 
Employer Association 


July 1, 1942 


Three years’ service 


Males and Females 65 


None stated 


Future service 4% of first 
$200 of monthly salary, 
114% of excess 

Past service 1% of salary 
times years and months 
of service 

2%4% of first $200 of 
monthly salary and 44% 
of excess 


Salary classes 

Cost of benefits in excess of 
employee contributions 

None 

Cash Refund Annuity 


Fifteen years 
normal * 


prior to 


Contingent Annuity option 


Employee contributions with 
interest 


Employee contributions with 
interest or annuity pur- 
chased by his contribution 


Five years’ participation for 
future service and _ ten 
years’ participation for 
past service 


Immediate vesting of all 
previously purchased an- 
nuity. No possible return 
to employer. 

* If employee is at least age 
60 and is retired at em- 
ployer’s request or is re- 
tiring after 25 years’ 
service—no reduction in 
annuity already purchased. 
Under same conditions be- 
tween ages 55 and 60 re- 
duction is made as though 
retirement were taking 
place at 60 





Company H 
Business Machines 


November 1, 1942 


Sales and service field em- 
ployees with two years’ 
service. 


Males and females 65 


Compulsory except with 
company approval to con- 
tinue 


Money 


purchase—no past 
service 


3% for employees earning 
$3,000 or less. For em- 
ployees earning more than 
$3,000 according to age *: 

5% if age 34 or under 
6% ages 35-44 
7% age 45 or over 


Exact salaries 

Match employees’ contribu- 
tions 

None 


Cash Refund Annuity 
Ten years prior to normal ** 


Contingent Annuity option 


Employee contributions with 
interest 


Employee contributions with 
interest or annuity pur- 
chased by his contribution 


Ten years’ service 


Immediate vesting of all 
previously purchased an- 
nuity. No possible return 
to employer. 

* Contribution rate constant 
from date of entry to re- 
tirement. 


“**Tf employee is at least 


age 60 and has 25 years’ 
service or if employer re- 
quests retirement, no re- 
duction in annuity already 
purchased. 





Company J 
Steel Company 


June 3, 1942 


Five years’ service and age 
30 


Males and females 65 


Compulsory except with em- 
ployer consent to continue 


Future service 74% of first 
$3,000 and 114% of excess 

Past service 1% for each 
year after age 30 or, if 
later, after completing 
five years’ service 


2% of first $3,000 and 444% 


of excess 


Exact salaries 


Cost of benefits in excess of 
employee contribution 


None 


Cash Refund Annuity 
Ten years prior to normal 


Contingent Annuity 


Employee contributions with 
interest 


Employee contributions with 
interest or annuity pur- 
chased by his contribu- 
tions 


Twenty years’ participation or 
five years’ participation and 
age 


Immediate vesting of 
previously purchased an- 
nuity. Employee may 
withdraw contributions 
while remaining in service 
without canceling em- 
ployer annuity 





Group Annuities—Continued 

Forgetting for the moment the prob- 
lem of past service, the amount of 
this deferred annuity is related to 
the salary received by the employee 
since the last purchase was made. 
The consideration for such annuity 
is paid either entirely by the em- 
ployer or in part by the employer 
and the employee. In either event 
mortality both before and after re- 
tirement is taken into consideration 
and it is not customary to make pro- 
vision for any return on death of 
that portion of purchase money con- 
tributed by the employer. It will be 
seen that fundamentally this pro- 
cedure follows the pension bond 
approach originally used by the 
Metropolitan but some significant 
changes have been made. In the first 
place, the amount purchased each 
year is usually related to salary. 
Secondly, the annuity is not under 
all circumstances irrevocably vested 
in the employee but is subject to 
cancellation upon termination of 
employment. If the annuity is can- 
celled a return is made to the em- 
ployee and to the employer. Such 


return is based upon the considera- 
tion paid for the annuity and meets 
the objection of the employer to the 
earlier form that he was putting up 


money for employees who left his 
service. Certain options have been 
added which make the entire pro- 
gram very much more flexible. For 
example, subject to certain limita- 
tions, annuity can commence at an 
earlier date than originally provided 
for. If the employee stays in service 
after his normal retirement date, 
provision may be made for defer- 


a 


North American 


§ 9) John Street Lawrer 


ment of commencement of annuity 
until active service is terminated. 
The employer accordingly has flexi- 
bility in his retirement program. 
Also, to protect the wife or other 
dependent of the employee after his 
annuity has commenced it is possible 
for the employee to accept a smaller 
amount of annuity at retirement and 
provide for the continuation of all 
or a portion of this reduced annuity 
to his dependent. This is often re- 
ferred to as the contingent annuity 
option. 














If the employee contributes to 
the cost of the plan the amount of 
his contributions is returned to his 
beneficiary if he dies prior to re- 
tirement. If the employee leaves 
service he may withdraw his contri- 
butions in cash, If the employer 
wishes, the return on death or with- 
drawal may include interest. Often 
contracts provide that if the retired 
employee dies before he has received 
in annuity payments an amount at 
least equal to the death benefit im- 
mediately prior to retirement, a pay- 


~ % 


ment will be made to his beneficiary 
of the difference between such death 
benefit and the amount actually re- 
ceived in annuity payments. 


Older Employees 


For employees advanced in years 
and service at the time the retire- 
ment program is established the 
systematic provision of benefits based 
upon salary received after intro- 
duction of the plan is inadequate. 
Some benefit has to be provided in 
respect of prior service if the em- 
ployer is to feel free to retire his 
employees. The funding of this 
prior service benefit has always been 
a problem. Under the earlier issues 
of Group Annuity contracts a one 
sum cost of benefits was calculated. 
This was either paid in full or else 
the employer undertook to pay off 
this cost in instalments just as a 
mortgage or other debt is amortized. 
This procedure had many objections. 
In the first place, if the employer 
had incurred a debt it should be re- 
flected in his balance sheet. Few 
employers could assume such an 
obligation, and contracts had to pro- 
vide for the possibility of non-pay- 
ment of instalments. This in itself 
introduced a number of complica- 
tions not the least of which was the 
possibility of reducing future an- 
nuity payments to employees who 
had already retired. Today Group 
Annuity contracts are written to 
provide that past service annuity 
must be fully purchased before the 
insurance company will commence 
payment of annuity. The amount 
which it is estimated is necessary to 
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fund the past service benefit over a 
period of years agreed upon in ad- 
vance is payable each year and is 
applied each year to buy annuities. 
The order of purchase is prede- 
termined and may call either for 
complete purchase for employees in 
order of nearness to retirement or 
for fractional purchases from time 
to time based upon service and age 
requirements. The cost of the an- 
nuity is determined by the age and 
rates applicable at time of actual 
purchase. 


Salary Increases 


It will be seen that even with the 
developments mentioned above the 
regular form of Group Annuity 
financing does not lend itself too 
readily to the financing of a retire- 
ment benefit which is based upon 
final salary. The use of final salary 
for pension purchases has much to 
recommend it in that the income pay- 
able after retirement is related to 
the income payable immediately prior 
to retirement. However, it has the 
very definite objection that the cost 
of the plan is made much more dif- 
ficult to estimate and a substantial 
increase in salary has the effect of 
increasing substantially the pension 
payable. This substantial increase in 
salary may be the result of a gen- 
eral increase in wages or an indi- 
vidual increase. In the case of the 
former, the result is a very large 
increase in the liabilities of the plan 
as a whole, which might well have 
the effect of jeopardizing the entire 
plan. The effect upon an employee's 
pension of an increase in salary dur- 
ing the later years of his service 
might well result in pressure for 
modification of the company’s per- 
sonnel policy in regard to salary in- 
creases, and this would seem un- 
desirable. There might be very good 
and sufficient reasons why an em- 
ployee should have his salary in- 
creased and yet when such increase 
results in a substantial increase in 
pension liability, there might be 
some hesitation in making the in- 
crease. Conversely, the efficiency of 
many employees drops off consider- 
ably in their later years, and if the 
salary is intended to reflect produc- 
tive capacity it would be desirable 
to reduce salary, but when such re- 
duction in salary results in a very 
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How to Choose 
a Company 


To Life Insurance men who 
are “thinking of a change,” 
we suggest: 


First, select carefully your 
future territory. Second, pre- 
pare a list of companies with 
whom you think you would 
be successful. Third, form 
your own opinion as to 
whether any of your selected 
companies have reached a 
static condition in their de- 


Fort Wayne 





THE LINCOLN NATIONAL LIFE 





velopment where opportu- 
nities for a new man are low. 
Fourth, analyze the remain- 
ing companies from all angles 
important to you as a field 
man—safety, size, manage- 
ment, national reputation, va- 
riety of sales tools and aids, 
commission scales, etc. 


Then think! You may de- 
cide to make a change, or 
you may realize you are better 
off where you are. 


COMPANY 


Indiana 








substantial reduction in_ pension, 
there may be considerable reluctance 
to make the reduction. 

For the reasons mentioned above, 
and possibly others, there has been 
a much more general acceptance in 
the last few years of the principle 
that pension should be related to 
average salary rather than to final 
salary or some modification of final 
salary, and the Group Annuity prin- 
ciple of financing is admirably 
adapted to an average salary plan. 
It might be mentioned, in passing, 
that it is possible to finance under 


a Group Annuity contract a final 
salary plan, but the administration 
of such a plan is rather more com- 
plicated than in the case of an aver- 
age salary plan. 


Contractual and Administrative 
Features 


The documentary set-up under 
Group Annuities is quite similar to 
that under Group Life insurance 
and other forms of Group insur- 


ance. There is a master contract 


(Continued on page 42) 
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Picking a Company is a highly personal matter too. Instead of a nicely turned 
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CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS with 
DISTINGUISHED SERVICE SINCE 188% Suc] 


One of the 15 Oldest Stock Legal Reserve Life Companies in America oa 


Insurance in Force Exceeds $230,000,000.00 med 


So if you’re looking for a Company to fall in love with, and stay married to, 


It’s like a perpetual honeymoon. 
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FINANCIAL PROBLEMS 


\NY of us are today facing 

for the first time problems cre- 
ated by a World War—the most ex- 
tensive and intensive one ever 
waged. In fact so many fundamen- 
tal economic, social and political de- 
velopments as well as changes in 
warfare have occurred since World 
War | that many of the difficulties 
now encountered are also new to 
those who were in business then. 
In order to justify holding our 
meeting under existing conditions, 
we must not only derive from it 
everything which will aid us in con- 
ducting our own particular business 
on a sound basis but we must also 
be alert for all ideas which will en- 
able us to make our maximum con- 
tribution toward preserving our own 
freedom and making the world a 
place in which all may enjoy liberty 
and peace. 

As our distinguished speakers will 
discuss most of them in detail, I 
shall during the next few minutes 
merely outline some of the develop- 
ments which have occurred during 
the past year and some of the prob- 
lems now confronting us. 


Interest Rates 


In passing it is interesting to note 
that while immediately after the 
Pearl Harbor crime, bond prices did 
decline, yields on virtually all 
classes of medium and long term is- 
sues have returned to within at least 
a few basic points of their pre-war 
levels. Many authorities seem to 
agree intermediate and long term 
Treasury securities will remain at 
approximately their present market 
rates and that about the most we 
can expect in the way of increased 
yields is a gradual tightening of 
short term rates, if this can be done 
without affecting the other issues. 
Such will naturally not be particu- 
larly helpful to insurance companies 
and others interested primarily in 
medium and long term bonds. 
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It is evident that if management 
is to justify the confidence of its 
policyowners, it must recognize the 
almost certainty of a prolonged 
scarcity of suitable investments 
yielding much, if any, more than 
2%4% and must make its plans ac- 
cordingly. 

Subsequent remarks regarding 
war-time developments will be di- 
vided into the following classes: (1) 
Bonds; (2) Mortgages; (3) Real 
estate. 


Bonds—Governments 


From our standpoint, probably 
the most important development in 
government bonds has been the 
inaugural and subsequent Treasury 
“tap” issue offerings. Popularity of 
these bonds with insurance compa- 
nies is evidenced by the fact that 
they have purchased approximately 
49% of the $2,117,000,000 issued. 
By increasing from $50,000 to 
$100,000 the maximum amount of 
Series F and G War Bonds which 
can be purchased in any one year, 
the Treasury made another construc- 
tive move and it is hoped this will 
be further expanded. While our 
Government bond purchases involve 
some sacrifice in yield, they enable 
us to contribute toward the war ef- 
fort and arrest the virulent enemy 
of all business and government— 
inflation—at the same time we are 
placing our policyowners’ funds in 
an investment unsurpassed as to 
safety. 


Municipals 
Continued and increased efforts 


to remove tax exemption privileges 
from municipal issues and fiscal dif- 


ficulties confronting states and other 
political sub-divisions through in- 
creased demands for public services, 
and higher wages and costs accom- 
panied with reductions in gasoline 
taxes and other forms of income are 
among the questions which owners 
and potential purchasers of munic- 
ipal bonds must consider. Perhaps 
the tax exemption matter—at least 
as far as future issues are concerned 
—will be settled within the near fu- 
ture. Under either the present or 
proposed plan for taxing life insur- 
ance companies, however, removal 
of this privilege should not have any 
material adverse effect on the yields 
enjoyed by them. 


Railroads 


Few major industries have ex- 
perienced a greater growth in earn- 
ings nor have been more essential to 
the war program during the past 
year than have the railroads. Failure 
of their securities to register a cor- 
responding improvement in market 
value can be attributed largely to 
lack of confidence on the part of 
many investors in the outlook for 
their long term earning power. An- 
ticipated increased importance of 
commercial aviation in the post-war 
period is one of the principal fac- 
tors. 


Utilities 


Many public utility companies are 
doing a substantially increased vol- 
ume of business without enjoying a 
corresponding improvement in net 
earnings. In fact, such things as 
ever mounting taxes, higher operat- 
ing costs, and a major proportion of 
expanded sales being in the low rate 
power classification, have frequently 
resulted in their earnings remaining 
virtually stationary or even declin- 
ing. Enactment of the proposed tax 
bill will further retard earnings im- 
provement. Inherent inability to in- 

(Continued on next page) 
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Financial Problems—Continued 
crease rates as rapidly as material, 
labor, taxes and other costs rise is 
another unfavorable factor. While 
the SEC has made some progress 
toward executing the integration 
provisions of the Public Utility 
Holding Company Act, it is still too 
early to appraise accurately the per- 
manent effects of this Act upon 
earnings of both holding and operat- 
ing companies subject to it. 


Industrials 


Industrial companies—even many 
of those engaged in war work—are 
confronted with increased taxes, 
wages and other costs in addition to 
the problems of obtaining materials 
and labor. Some also face difficul- 
ties connected with converting to 
war-time products and basis of 
operation, while others are finding 
it necessary to close for the dura- 
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tion. The September, 1942, issue of 
the National City Bank Review con- 
tains an interesting article regarding 
profits of companies engaged in war 
work. According to this, net earn- 
ings for the first 6 months of 1942 
as compared with the corresponding 
period of 1941 for 125 manufactur- 
ing companies holding large war 
contracts, increased 18% before 
taxes but decreased 36% after led- 
eral income and excess profits taxes, 
Percentage of net income taken by 
taxes rose from 52% in 1941 to 
74% in 1942—or an increase of al- 
most 50%. 


Mortgages and Real Estate 


Partly because of the War Pro- 
duction Board’s order on 
new construction, the supply of city 
loans has been drastically curtailed. 
Loss of loans on new construction, 
however, has been offset to a small 
degree by increased refinancing ac- 
tivity in connection with sales of 
existing properties, consolidation of 
outstanding first and second mort- 
gages and conversion of short term 
straight loans into long term amor- 
tized ones. 


“stop” 


Good crops and favorable prices 


for agricultural products have di- 
minished the demand for new farm 
loans and greatly increased the rate 
of prepayments on existing ones. 
Thus far, the situation has _ not 
reached the point where farmers in 
general are buying additional land 
and using mortgage financing for 
part of the purchase price, 

In addition to the problem of ob- 
taining loans, careful consideration 
must also be given to formulating 
and executing sound policies with 
regard to such things as the follow- 
ing: (1) effect of Selective Service 
Act upon desirability of new  bor- 
rowers and establishing equitable 
practice toward handling problems 
of existing ones who are called into 
service; (2) policy toward those 
covered by the Soldiers and Sailors 
Civil Relief Act—both as it now 
exists and as it may later be ex- 
tended; (3) position regarding war 
damage insurance; (4) changes cre- 
ated by war insofar as desirability 
of various communities, types and 
sizes of properties and character 
(i.e., age, occupation and depend- 
ency status) of borrowers are con- 
cerned. 
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During the past year, such factors 
as increased employment and wages, 
stoppage of new residential con- 
struction, favorable agricultural 
conditions and abnormally low fore- 
closure rates have helped companies 
make substantial reductions in their 
real estate holdings. Frequently 
these have been accomplished on the 
basis of relatively attractive sales 
prices and terms. Since it is*possible 
a prolonged war may result in ac- 
quisition of a substantial amount of 
real estate, it seems most timely for 
companies to continue their efforts 
to reduce present holdings to the 
minimum. 

Special war problems now con- 
fronting holders of real estate in- 
clude: (1) rising operating costs ac- 
companied in many places by rent 
control limiting income; (2) limita- 
tion of amount which can be spent 
for remodeling and alterations. The 
latter is particularly important in 
case of office and commercial build- 
ings where cost of such changes 
needed in order to rent or sell prop- 
erty may easily exceed amount al- 
lowed. 


Internal Problems 


One of the good effects of the 
war is that it stimulates manage- 
ment to review carefully its own or- 
ganization and improve the efficiency 
of its operations. It deals a well- 
deserved body blow to the “Well, 
that’s the way we've always done it” 
attitude. Doubtless each of us is ex- 
amining his own company and de- 
partmental organization and policies 
with the view of eliminating all un- 
necessary operations, records and 
routine. This should be done during 
peace times as well as during war, 
but it is particularly imperative now. 

Special thought should be devoted 
to such things as the annual state- 
ment work and each of you is ear- 
nestly urged to give the American 
Life Convention Blanks Committee 
the benefit of any ideas you have 
which will result in providing the 
information needed by State insur- 
ance departments, but with the ex- 
penditure of less money and man- 
power than is now required. This 
Committee can then present your 
suggestions to the National Associa- 
tion of Insurance Commissioners 
for consideration. 

While all of us regret losing 
trained personnel, we owe it to our 
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“The Moving Finger Writes” 


Destiny plays no favorites! 


Beneficiaries of more than 73,000* policyholders who died 
within one year after purchasing their life insurance re- 
ceived claims totalling $33,326,000 in 1941. 


With a few possible exceptions, not one of the 73,000 in- 
sured believed, when they applied for the protection, that 
death was so near. But they did listen to the sound advice 
of the agents who solicited them. 


Tell your prospect of the necessity for this vitally important 


preparedness. 


* Combined figures for all companies. 
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rudential 


Company of America 


Home Office, NEWARK, N. J. 





Country and to those giving their 
lives for us to organize our business 
so as to make available to the armed 
forces and other industries engaged 
in war work, as many people as we 
can. 

The resolution passed by the Na- 
tional Association of Insurance 
Commissioners Valuations of Se- 
curities Committee at its June meet- 
ing contained a. number of 
provisions which ‘were carefully 
considered and discusséd at the Life 
Officers Investment Seminar. Partly 
through our subsequent efforts 


some but not all of them have been 
improved. 

For the sake of our policyowners 
and of those throughout the world 
who are fighting with us for freedom 
and peace, let us adhere religiously 
to sound conservative policies, be 
ever alert to learn and place into 
practice ideas which will. improve 
our investment operations and con- 
tribute toward preserving the lib- 
erty for which we are fighting, and 
upon which depends the very exist- 
ence of our country, our homes and 
our business. 
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the Four Freedoms and are fighting for them. They also prize still another _ 
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The American Way of Work had an early start. It began with the very 


the land we love. The energy, enterprise, determination, skill and resource- 


fulness of our forefathers have become national traits, a vital part of our 


erected a | 30-Billion-Dollar bulwark of insurance protection. This year they 
will add several billions to that bulwark, and by their efforts they are help- 
ing to assure the American Way of Life by indirectly contributing to the 
War Chest. Let us give it full scope for action, this American Way of 


Work, and thus perpetuate the American Way of Life. 
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LIFE ASSURANCE SOCIETY of the UNITED STATES 


393 Seventh Ave., New York, N. Y. A. Thomas |. Parkinson, President 
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WAR POLICY PAYMENTS 


F as Hendrick Van Loon indi- 
cated in the opening statement of 
his geography, published one year 
before Hitler became Chancellor of 
Germany, it would require only an 
area one-mile square to conceal all 
humans, it may prove difficult, in- 
deed, to ascertain the individual 
status of policyholders distributed 
by this war over the entire surface 
of the world, consisting of 196,950,- 
000 square miles of land and water, 
said V. J. Skutt, Vice President, 
United Benefit Life Insurance Com- 
pany, Omaha, Nebr., in opening his 
address on: “The Administration of 
Policy Payments in Time of War” 
before the members of the Legal 
Section, American Life Convention, 
at Chicago. 

Mr. Skutt said he did not know 
whether Hitler had Van _ Loon’s 
startling statement interpreted to 
him and decided to attempt the elim- 
ination of mankind individually 
rather than collectively by placing 
them in a box measuring half a mile 
in each direction and then shoving 


the box and its human. cargo into 
the Grand Canyon of Arizona as the 
geographer had used as an illustra- 
tion. 


Complicated Problems 


“Thus, gentlemen, I introduce to 
you a legal and administrative prob- 
lem affecting life insurance as a re- 
sult of this war,” Mr. Skutt said. 
“That otherwise ordinarily simple 
question—when shall what benefits 
of the policy be payable—to whom 
and where? Never in the existence 
of the companies has that question 
been as complicated as it may well 
become before this conflict is over. 
Policyholders and beneficiaries are 
being so geographically distributed 
that even their families have only 
a vague idea of their condition and 
whereabouts. We are told by our 
military leaders that a force of 10,- 
000,000 men will be raised. A Ma- 
jor General was reported recently 
to have said the casualties probably 
will reach 2,000,000, or more. With 
due regard for the speculative na- 
ture of these prophesies, it is ap- 
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V. J. SKUTT, Vice President 
United Benefit Life 


parent that we in the life insurance 
business face a much different situa- 
tion in this war than in World War 
| or any other conflict. Most of 
those in the service, actually facing 
the risks of prior wars, were young 
men without insurance or with very 
limited amounts. The war was more 
circumscribed in all respects. The 
maximum strength in 1918 was less 
than the number now reported in 
the service. Although the govern- 
ment issued over 40 billions of life 


insurance during the last war, about 
95% of it long since lapsed. But the 
life insurance companies had in 
force on July Ist of this year ap- 
proximately $128,000,000,000 com- 
pared with $22,500,000,000 at the 
beginning of 1914 and $25,668,- 
000,000 in the beginning of 1917. 
“Warfare deaths during World 
War I totaled less than 48,000. It is 
true approximately 450,000 people 
died in the influenza epidemic of 
1918. This was reflected in the mor- 
tality figures of the companies. It 
presented no problem of determin- 
ing the cause and time of death. 
Although the fatigue and strain on 
civilians from this war will take its 


toll, improved health measures 
should eliminate the influenza 
threat. The mortality of insureds 
from warfare may be expected to 
be vastly greater because of the use 
of more and older men, the immense 
increase of insurance in force and 
the higher rate of death per com- 
batant. Inroads on personnel and 
equipment used in administering the 
business and effects on mortality 
tables, reserves and assets are all a 
part—in a sense—of this subject.” 


Civilian Coverage 


Touching on civilian coverage un- 
der war clauses he pointed out that 
such clauses ordinarily do not except 
from coverage civilian deaths, either 
with respect to the regular life insur- 
ance benefit or double indemnity and 
disability income. 

“The question is: When does the 
civilian status cease—When is a 
party in military or naval service in 
time of war?” he continued. “What 
is the classification of members of 
the United States Citizens Defense 
Corps, Civilian Air Patrol, Auxili- 
ary Firemen, Scouting Service, 
Army Specialist Corps, etc.? It 
would appear that those working as 
air raid wardens like war bond sales- 
men and others in part time volun- 
tary service are not in military or 
naval service. Members of the State 
Guard or military organizations may 
be classified the same as members 
of the National Guard before it was 
mobilized. They are not now con- 
sidered in military service. How- 
ever, members of service organiza- 
tions that did not exist when the 
policy provisions were written, such 
as the WACCS and the WAVES 
would be regarded in military or 
naval service. There is litigation 
pending involving the clause ‘in 
time of war,’ and the classification 
of service policyholders who are 
home on furlough. These have to 
do with the status before formal de- 
claration of war following Pearl 
Harbor and the question of the 
status of service policyholders on 
furlough subsequent to that date.” 

{Continued on next page) 
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War Policy Payments—Continued 
British Experience 


In this connection he noted some 
of the provisions of the so-called 
Pepper Bill in Congress, S 2620, 
providing for war injury and death 
benefits for civilians. This bill, still 
pending before the Senate Finance 
Committee, provides minimum bene- 
fits of $30 per month to disabled 
civilians or an equal sum to the sur- 
viving spouse, whether male or fe- 
male, for fatal war injuries, with 
an $85 maximum which includes al- 
lowances for dependents. Testimony 
before the Senate Committee was 
that under similar legislation in 
England 35,000 civilian defense 
workers were given allowances. 


He then pointed out that during 
the first two years of the war, when 
the British Isles sustained their 
most severe attacks, 41,922 civilians 
were killed and 53,793 were seri- 
ously injured. Classification in sex 
and age groups for these civilian 
losses were as follows: Men killed 
19,789 and injured 28,867 ; women 
killed 17,809, injured 20,840, and 


children killed 5,044, injured 4,086. 
He added that the English experi- 
ence indicated that for each group 
of 1,000 civilians killed as a result 
of war injuries, it may be expected 
that approximately 800 persons 
would be seriously injured and 1,- 
000 would receive minor injuries. 

“Unless this war becomes more 
serious than even the most pessimis- 
tic predict,” he continued, “the mor- 
tality from acts of war of civilians 
remaining in the United States, or 
the so-called home areas, should not 
be proportionately greater than 
those sustained in England. The 
population of the British Isles is 
approximately one-third of the 
population of the United States, but 
we have obvious geographical ad- 
vantages.” 

He pointed out, however, that a 
different situation is faced with re- 
spect to civilian passengers and 
crews on merchant marine, stressing 
the importance of the territorial lim- 
its usually set forth in double in- 
demnity provisions as to the United 
States and Canada where the three- 
mile limit has a basis in treaty con- 
vention. 


Claim Procedure 


He said that the Bureau of Ma- 
rine Inspection and Navigation, 
United States Coast Guard, Wash- 
ington, D. C., has complete reports 
on ships, passengers and crews, 
while death certificates of civilian 
employees of the Navy killed as the 
result of enemy action may be ob- 
tained from the Director of Person- 
nel, Supervision and Management, 
Navy Department, Washington, 
D. C. Death certificates of civilian 
employees of private contractors re- 
ported killed as a result of enemy 
action should be obtained from the 
Judge Advocate General, United 
States Navy, Washington, while in- 
formation regarding the status of 
policyholders reported as prisoners 
of war may be obtained from the 
Provost Marshall General, Atten- 
tion Information Section, War De- 
partment, Washington, D. C. 


While the procedure is deter- 
mined by treaty and these covenants 
fully provide for the furnishing of 
such information between nations at 
war our experience to date with the 
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That 15 billion is an economist’s estimate of 1942’s surplus national income after living 
expenses, savings and taxes have been deducted. The unwise use of this surplus brings 
the threat of serious inflation. The intelligent use—for the purchase of life insurance—creates 
among other benefits a resilient cushion to absorb post-war shocks. 
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A Quarter Billion Dollar Mutual Company, 62 years 
old, with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 





BEST'S LIFE NEWS 


























Ralph R. Lounsbury, President 





W. J. Sieger, V. P. & Sup’t. of Agencies 


Proof of Progress 


We quote from the analysis of BANKERS 
NATIONAL LIFE in the 1942 Edition of 


Best’s Life Insurance Reports: 


“In operations a very important item is ex- 
penses, which are very low, mortality is very 
favorable and . . . net cost to policyholders 
has been low.” 
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Japanese Government has been most 
unsatisfactory in this respect, he 
said. Issuance of certificates of 
death is likewise provided for by 
treaty and where observed full in- 
formation and certificates may be 
obtained from the Provost Marshall 
General. 

He expressed the belief that life 
insurance companies domiciled in 
the United States and operating al- 
most exclusively here may learn 
much from the earlier experiences 
of British and Canadian companies 
in dealing with the problems of ad- 
ministration produced by war. 


Service Deaths 


Touching on deaths in military 
and naval service, he said that in- 
formation on the status of policy- 
holders in military or naval service 
is obtained only by co-operation of 
the Army and Navy authorities. 
Notice of army deaths are given to 
the next kin by the Adjutant Gen- 
eral. The question of accepting such 
notices as proof of death is a matter 
of company policy, he said, adding 
that the War and Navy departments 
prefer to have requests for death 
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certificates come from the insurance 
company instead of from the benefi- 
ciary. No authorizations are re- 
quired and no fee is charged. 

Where death certificates are re- 
quired and an erroneous one has 
been issued, the Army and Navy 
will endeavor to contact the insur- 
ance company as promptly as pos- 
sible upon learning of the error. No 
such notice may be expected, how- 
ever, if payment is based upon the 
notice of death sent to the next of 
kin, and no certificate of death ob- 
tained. 


Other Data 


Other matters that were touched 
on by Mr. Skutt during the course 
of his address were sufficiency of 
proof of death, payment of benefits 
through error in reports of death 
from Army or Navy, double in- 
demnity and disability income bene- 
fits under policies that do not ex- 
clude such benefits under war 
clauses and non-forfeiture provi- 
sions in life policies affected by war 
conditions in distant parts of the 
world, and the Trading with the 
Enemy Act in its life insurance 
aspects. 


In conclusion he recommended 1. 
Closest possible coordination be- 
tween companies and Government 
agencies in ascertaining status of 
and rendering service to policyhold- 
ers and beneficiaries in our armed 
forces; 2. Early enactment of Fed- 
eral legislation to provide for reim- 
bursement to the companies of pay- 
ments based on erroneous reports 
or certificates of death issued by the 
Army, Navy or any Government 
agency; 3. Establishment of com- 
pany departments or assignment of 
certain personnel for special atten- 
tion to matters involving policy- 
holders and beneficiaries in the 
armed service ; 4. Assistance to poli- 
cyholders and beneficiaries entering 
the service in assignment of policy 
interest or execution of documents 
of authority to expedite disposition 
of matters relating to their policies 
in their absence ; 5. Continued insti- 
tutional study of means to improve 
the administration of the business to 
meet war conditions, and 6. Con- 
tinued company participation and 
encouragement of officials and em- 
ployees in all matters relating to the 
war effort in contributing to a vic- 
torious and speedy termination 
thereof. 
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SELLING WITH THE TIDE 


Typically American is the habit of spending first — saving 
being the last consideration. 

But times are changing. 

Reckless spending is becoming unpopular. Being smart means 
being economical. And being economical is less difficult in these 
days of priorities and rationed luxuries. 

The time of opportunity for life underwriters is now. America 
is thrift-conscious. 

Geared to these modern times is the Massachusetts Mutual 
Personal Security Plan. Supplementing Government Social 
Security benefits for the income earner and for his family, it 
opens the door to today’s market. The non-medical feature 
saves time in selling. Low monthly premium rates increase its 
acceptance by employees. 

Employers, too, like the Massachusetts Mutual Personal 
Security Plan. It takes worn-out employees off the payroll . . . 
Reduces the need for a pension reserve . . . Strengthens work- 
man morale. 





Selling the Massachusetts Mutual Personal Security Plan 
means selling with the tide of increased payrolls. 


To assist our representatives in cashing-in on this rapidly 


growing market, descriptive folders and point of sale display 
advertising are provided without charge. 
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INCOME TAX AND ANNUITIES 


T IS comforting to find that what 
one has written bears some fruit, 
even if the crop at first is small and 
the time needed to produce it is long. 
On several occasions The Review 
has pressed str¢ yngly for the removal 
of the taxation inequity which re- 
sults in life annuitants paying in- 
come tax on capital, and has shown 
that the contention that there is no 
means of separating capital from 
income in the termly payments, and 
thus no way of effecting relief, can- 
not stand examination. In_ other 
countries the relief is, in fact, af- 
forded; no fundamental difference 
in circumstances exists there and 
here to make the granting of the re- 
lief more easy or more difficult, and 
what has been done there can be 
done, and done very. simply and 
easily, here, granted only the will on 
the part of the authorities to do it. 


Taxed at 32!/,°%, or 50% 


Recently this question has cropped 
up once more. With income tax at 
6s. 6d. or 10s. in the £, obviously the 
injustice has been greatly increased. 
Questions have been asked in Parlia- 
ment and the customary avoiding 
answers have been given in reply. 
Newspapers have run articles on the 
subject, but though it has thus had 
more of the publicity it deserves 
there are no indications that any 
relief is likely to materialise. 

It is difficult in the circumstances 
to know what action to suggest, 
other than that the question should 
be kept prominently before the pub- 
lic eye and before the notice of our 
legislators, until something is done 
about it. What annuitants require is 
a livewire publicity agent. But 
publicity agents cannot, as a rule, 
afford to work for nothing, and an- 
nuitants have no cohesion ; they have 
no machinery to enable them to get 
together with a view to subscribing 
funds to carry on the fight; and, of 
course, owing to the way they are 
heing “soaked” by the taxation 
authorities they can now, less than 
ever, afford the money, even if they 
were able to unite to make a fight 
of it. In any event it would be a 
most one-sided contest, for the whole 
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weight of armaments would lie on 
the side of the Revenue authorities. 

Therefore, if anything is to be 
achieved on these unfortunate 
people’s behalf it must come as the 
result of the weight of public opin- 
ion. The public must be made to 
realise how great an injustice is be- 
ing perpetrated, and must be made 
to care. It may be that in time of 
war the greater sense of comrade- 
ship which exists, the greater real- 
isation that we all stand or fall to- 
gether, might be favourable to such 
an attempt, even though at first sight 
it might seem that most folk had 
more than enough of their own wor- 
ries to get along with, without lend- 
ing a hand to carry other people’s 
burdens. It is much to be hoped, 
therefore, that the interest which 
has at last been aroused shall not 
now be allowed to subside. 


Confiscation of Capital 


Examination of what has recently 
been written or said about it proves 
that no new point has been raised 


since the subject was originally dealt 


with in these columns. It is, we 
think, in no way an over-simplifica- 
tion to say that the taxation authori- 


EDITOR'S NOTE 


This is an interesting complaint on the part 
of the Editor of "The Review," London, con- 
cerning the unsatisfactory condition existing 
in Great Britain in the matter of taxation of 
Annuities. As a comparison, the income from 
a life insurance annuity contract in this 
country and its status under the Federal In- 
come Tax laws depends upon the date the 
annuity was issued. Under the Revenue Act 
of 1934 and subsequently, the income re- 
ceived on an Annuity may be considered to 
be divided into two parts: in the first part, 
up to 3% of the cost of the Annuity must be 
included in the Federal income tax return as 
gross income; secondly the remainder of the 
income may be excluded therefrom until the 
aggregate amount so excluded equals the 
premium or purchase price of the Annuity, 
after which time the entire amount received 
under the contract must be included in the 
gross income tax return. As an example, if a 
contract costing $10,000 paid $1,000 yearly 
income, $300 (3% of $10,000) must be in- 
cluded in the income tax return and the re- 
maining $700 would be exempt until, as 
stated, the aggregate return equalled the pur- 
chase price. For Annuities purchased prior 
to the 1934 Act the incomes were not taxable 
until the annuitant had recovered the entire 
consideration or purchase price. 


ties make only one point which is 
entitled to serious consideration ; 
the rest is mere manoeuvring, avoid- 
ing stratagems, and sophistry, un- 
worthy of a country professing to 
believe in fair play and to be fight- 
ing for justice and freedom. 

That one point is: that capital sunk 
in an annuity evades death duties. 
The statement is obviously true, but 
the way in which it is used is utterly 
unwarranted. For it is put forward 
to justify the deduction of tax at 
the rate of either 6s. 6d. or 10s. in 
the pound. In other words, the 
authorities contend that because the 
capital might evade death duties 
which on the average might work 
out, we imagine, at 3 or 5 per cent., 
they are justified in taking 321%4% 
or 50% of the capital away im- 
mediately. 


False Assumption 


The contention is preposterous, 
not only because of the difference 
between the amount of duty im- 
mediately purloined and the amount 
which might otherwise have fallen 
to the Revenue, but also because it 
ignores altogether that had the cap- 
ital not been sunk in an annuity by 
far the greater part of it would 
never have remained to pay death 
duties, for the very good reason that 
it would have been distributed on 
current expenditure during the in- 
dividual’s lifetime. 

The Revenue might almost as 
reasonably contend that capital spent 
on buying bread and clothes must 
be taxed because it will no longer 
remain in the spender’s possession 
at his death to bring in death duties. 
The thing is not merely ridiculous, 
it is monstrous. 

Some small measure of reason is 
contained in the Revenue’s objec- 
tion; but as with the question of 
making an equitable split between 
capital and income in the termly 
payments of the annuity, it would 
not be difficult to formulate some 
plan to secure rough justice to each 
side. Neither side has any right to 
expect more than that and an- 
nuitants would be very content with 
so much. 
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HERE’S AN INSURANCE NEED! 











, gresnaee of conscientious employers, large and small, are alive to their 
responsibility for employee morale and incentive. How can the employer 
best help his workers build up savings for family protection and to supple. 
ment Social Security income? How can employee loyalty be improved, labor 
turnover reduced, and the worker’s desire to “get somewhere financially” be 


helped along? 





HERE’S 


MODERN 
ANSWER! 





r 
Mutual Lifes 


a 


ELIGIBILITY: Firms with 15 or more 
employees. Minimum underwrit- 
ing, 5 lives for a total of $10,000. 


PROCEDURE: The employer spon- 
sors the plan, usually contributing 
to the cost. Mutual Life’s field men 
present the plan personally to the 
employees, helping them select the 
type policy suited to their needs. Pre- 
miums are deducted by the employer. 


THE SALARY SAVINGS PLAN 


with these distinctive features: 


No medical examination up to 
age 45 and for policies not exceed- 
ing $5,000. 


DISTINCTIVE BENEFITS: This plan 


is flexible, enabling employees to 





buy any type of insurance and to 
continue it without change of form 
on leaving employment. Thus the 
worker can build a cash reserve 
which he can call his own. 


~ 
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H E R E, in practice, is a multiple sale for a Mutual Life field man—and life insurance “with a 


future” for the individual employee. 


Adapting life insurance to changing needs . . 


advantage ... is a prime policy with Mutual Life. 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


Mr. Frank B. Jackson 
is Home Office Supervisor of the 
Mutual Life Salary Savings Plan. 


“Fintl tn fimerica” 


Lewis W. Douglas, Acaident 


1843- First Policy Issued - + 1942- More than 900,000 Policyholders 


34 NASSAU 
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OUR 100! ANNIVERSARY 





STREET -« 


IT’S COMING— 


NEW YORK CITY 


1945 


. that our field force may enjoy every modern selling 




















0. 


Top Ages 


Will you please advise whether 
there is any life insurance com- 
pany in the country which ts 
willing to write insurance fora 
male risk aged seventy-two? 


No life insurance company an- 
nounces a higher age of issue 
than 70, with the exceptions 
mentioned here. The Lincoln 
National Life states that it will 
give special consideration to ap- 
plicants over age 65 and it is 
possible that they will go as 
high as 72 or even higher; 
Occidental Life of California 
will consider cases up to age 75 
and the Alliance Life of Illinots 
considers ages over 65, subject 
to its reinsurance facilities. The 
following companies have a top 
age limit of 70: Aetna Life, 
Canada Life, Crown Life of 
Canada, Dominion Life of Can- 
ada, Equitable Life of New 
York, Imperial Life of Canada, 
Manufacturers Life of Canada, 
Mutual Benefit, Mutual Life of 
New York, Mutual Life of 
Canada, North American of 
Canada, and the Sun Life of 
Canada. 


“Legal Reserve’ Assessments 


Q.—Can you give us information 


about any fraternal life insur- 
ance society which has recently 
levied an additional assessment 
on their “Legal Re Life 
Certificates” ? 


A.—The Gleaner Life Insurance 


Society of Detroit levied a 
16% assessment against the net 
equity of all policies in the 
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Adult. Membership Group De- 
cember 31, 1940. If you will 
consult Best’s Life Insurance 
Reports you will find on page 
1139 that the Loyal American 
Life Association of Chicago 
was taken over by the Ben Hur 
Life with a 100% lien against 
the reserves; that the National 
Union Assurance Society of 
Toledo was taken over by the 
same Association with a 10% 
assessment on reserves; a third 
small concern is listed there 








EDITOR'S NOTE 


Our Full Service subscribers are en- 
titled, under their contract, to request 
special information on any life insurance 
subject at any time. Their inquiries are 
received through all channels of commu- 
nication and immediate responses are 
made thereto. Some of these questions 
are presented here, together with the 
editor's answers. All entries are necessarily 
abbreviated and in some cases identities 
are eliminated for reasons which are ob- 
vious. Although we cannot undertake to 
answer questions of this nature from our 
“News Readers" (our correspondence is 
very heavy and many hundreds of "Serv- 
ice" inquiries are received) we hope they 
will find some interest in this feature. 








(The Grand Fraternity of 
Pennsylvania) taken over with 
a 100% lien. In 1937 the North 
American Union Life Assur- 
ance Society of Chicago took 
over the Chicago Fraternal Life 
Association with a lien of 
72%4% on equities. The Order 
of Railway Conductors of 
America of. Cedar Rapids, 
Iowa recently (February 1, 
1941) commenced to assess 
members in its Allocated Credit 
Fund Department. In 1940 the 
United Workmen of Newton, 
Kansas, placed a lien against 
its old 4% Certificates. 


There have been a great many 
of these situations but so far as 
we know, no complete history 
of them has ever been recorded. 
One other recent occurrence 
with which you probably are 
familiar is the situation as re- 
gards the older members in the 
National Life Company of 
Des Moines, Iowa. Certain old 
certificates therein have been 
declared insufficient as to re- 
serves and special assessments 
are now being made. The de- 
tailed story on this is contained 
in Best’s Life Reports, starting 
on page 625. 


Assessment Reserves 


Q.—This company was organized as 


an assessment association and a 
short time ago changed its name 
and advised the Insurance De- 
partment that we wished to 
maintain legal reserves com- 
puted upon the American Ex- 
perience Table of Mortality, 
although the law did not re- 
quire this. I am asking whether 
you can give us information as 
to the states which have re- 
quired assessment associations, 
either by law or suggestion, to 
charge adequate rates and 
maintain legal reserves because 
the Insurance Department is 
not quite clear as to whether an 
assessment association should 
go on the legal reserve basis. 


A.—The history of assessment life 
insurance teaches us that unless 
such plan takes into account 
actual mortality costs to each 
member on an attained age 
(Continued on next page) 
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Service Information—Continued 


basis it is very likely that fi- 
nancial difficulties cannot long 
be postponed. The alternative 
to this is adequate rates and 
adequate reserves on a_ basis 
which creates legal liabilities to 
set up specified funds to cover 
the increased mortality cost at 
later ages. Most “Step Rate”’ 
assessment concerns have even- 
tually reached the point where 
it was impossible to get a suffi- 


ALL-OUT FOR 
VICTORY 


I, step with our country’s war ef- 
fort Washington National home office workers and 
field representatives are giving their best efforts to- 
ward complete and early victory in the fight to ex- 
terminate the foes of freedom. More than 90% of 
this company’s home office personnel have pledged 
themselves to purchase war bonds on a payroll sav- 
ings plan. Every field representative is devoting more 
hours of better-planned work in bringing insurance 
protection to the American family, knowing that pre- 
mium dollars do their share in the battle. The insti- 
tution of insurance is geared to the fight, and the 
Washington National pledges its full support. 


WASHINGTON NATIONAL 


INSURANCE COMPANY 
CHICAGO 


EXECUTIVE OFFICES: EVANSTON, ILLINOIS 


H. R. KENDALL 


Chairman 


J. F. RAMEY 
Executive Vice President 


and 


ae ee 


cient number of new members 
to keep the average cost of the 
insurance down ; the young and 
healthy members would lapse 
their certificates thus leaving 
the older, and probably im- 
paired, risks in the remaining 
group which created the vicious 
cycle resulting in the many fail- 
ures in assessment associations. 
The insurance eventually be- 
came excessive in cost. 

Many states now require that 
assessment life organizations 


G. R. KENDALL 
President 





charge adequate premiums and 
set up reserves according to a 
stipulated standard, and _ in 
other cases a separation of the 
association’s business is made 
into an adequate rate class and 
an inadequate rate class. One 
of the classic examples of the 
inadequacy of the old form of 
assessment life insurance is the 
case of the Bankers Life Com- 
pany of Des Moines. The 
management of this company 
was unsuccessful in its attempt 
to convince all the assessment 
members that they did not have 
a bargain in the form of insur 
ance and should change to an 
adequate form, and as a result 
many members remained in the 
old class. When the funds allo- 
cated to the old class were ex- 
hausted it became necessary to 
levy additional assessments and 
these in time became extremely 
heavy. These increases came at 
a time in life when these mem 
bers were least able to afford 
additional outlay. They had 
had cheap insurance during 
their youth but this was no 
answer to the problem that 
faced them and many of their 
families suffered because the in- 
surance was lost. Another good 
example is the situation now 
facing certain old assessment 
groups in the National Life 
Company of Des Moines—see 
Best's 1942 Life Report. 

The states of New York and 
Illinois require mininfum re 
serves on the American Experi- 
ence Table of Mortality with an 
interest assumption of 4% for 
assessment life concerns—4+% 
is not a conservative assump- 
tion under present conditions. 
No doubt other states have 
similar requirements. Also, the 
state of New York, and per- 
haps other states, prohibits the 
incorporation or reincorpora- 
tion of any domestic assessment 
life concern, nor shall any li- 
cense or certificate of authority 
be granted by the Superintend- 
ent of Insurance to any such 
corporation except by renewal 
of an existing license. No for- 
eign or alien corporation of the 
type mentioned shall hereafter 
be licensed by the Superintend- 
ent to do business in the State. 


BEST'S LIFE NEWS 
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FOREIGN INSURANCE NEWS 
Hitler Makes Hay in France 


HE August 7th, 1942 issue of 

“The Review,” London, gives 
some information on current insur- 
ance conditions on the European 
continent. It appears that the 
French Ministry of National Econ- 
omy last year issued a decree, effec- 
tive September 15, 1941, regulating 
fire insurance business in occupied 
France. The decree provided for a 
minimum rate schedule and for sur- 
charges of 25%. However, a some- 
what novel requirement under the 
decree limited the surcharge to 15% 
for companies which have operated 
less than three years in France, and 
further, companies which have 
taken over the business of enemy 
companies were allowed to add a 
surcharge of only 10%. It would 
appear that this differential in rat- 
ing was designed to give the German 
companies long established in 
France a preferential position, while 
the minimum tariff guaranteed them 
a profitable business. The decree 
also contained a provision limiting 
the remuneration of brokers. The 
Germans in addition are insisting 
that every agency in France or Al- 
giers must represent at least one 
German insurance company, and the 
cancellation of all reinsurance 
treaties with companies in countries 
not friendly to Germany and the 
substitution of German reinsurance. 
The foregoing would appear to as- 
sure good business for the German 
concerns—while it lasts. 


Switzerland 


Following a slump in business in 
1940, Swiss life insurance companies 
experienced a considerable increase 
in volume of business in 1941, sev- 
eral companies reporting the highest 
new business figure yet reached. 
The fact that the Swiss are neutral, 
added to the abundance of capital, 
particularly in France, has con- 
tributed to the recovery in 1941, 
according to the comments of “The 
Review.” -Lapses and surrenders 
showed a reduction and the mor- 
tality experience was favorable, war 
claims affecting the business only 
slightly. One unfavorable factor is 
the continuing decrease in the in- 
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“I asked them to place me where I would do the 
most good on a farm.” 
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vestment yield. At least one com- 
pany has changed its valuation basis 
from 344% to 3% and transferred 
fr. 3,000,000 from general reserves 
to the life fund because of this con- 
dition. The same general situation 
is found also in France, Germany 
and Holland, where efforts to reduce 
rates of interest on fixed investments 
and mortgages are continually being 
made. The result of such conditions 
ordinarily predict an increase in pre- 
mium rates. The Swiss State insur- 
ance supervision was negotiating 
with the companies on this score 
during 1941 and it was anticipated 
that new increased rates would come 
into force in 1942. 


Drawn for Office of War Information. 


Germany 


According to reports of Swiss life 
insurance companies operating in 
Germany, the falling rates of in- 
terest are receiving considerable at- 
tention from actuaries throughout 
Europe. The German government 
by special decree has imposed higher 
premium rates on the life and an- 
nuity business. “The Review” indi- 
cates that the French and Dutch life 
insurance companies, on the other 
hand, do not come under the Ger- 
man decree and can decide for them- 
selves whether to substitute new 
rates for those which do not con- 
form to present circumstances. 





HOME OFFICE 
UNDERWRITERS MEET 


N OCTOBER 15 and 16 the 
Institute of Home Office Un- 
derwriters held its sixth annual 
meeting in St. Louis, Missouri at 
the Coronado Hotel. As is the style 
in this war year, the meeting was 
devoted to business exclusively. 
On the first day the annual re- 
port of President W. E. Jones, of 
the Provident Life & Accident, was 
given, as well as talks by Henry H. 
Jackson, of the National Life of 
Vermont on “Education of the Un- 
derwriter” ; and “The Economics of 
Industrial Underwriting” by Pearce 
Shepherd, Associate Actuary of the 
Prudential Insurance Company. 
The Ordinary Case Clinic and the 
Industrial Round Table also was 
held. 
D. B. Alport, assistant secretary 
of Business Men’s Assurance Com- 
pany, was elected president, succeed- 


ing W. E. Jones. 


now heed ie F 
‘THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


Group Life 
Wholesale 
Accident & Health 
Hospitalization 


This comprehensive portfolio offers a 
well-rounded program covering the 
group insurance needs of all types 
of prospects including labor unions. 
For information regarding special 
groups call on your nearest 
USLife general agent. 


RICHARD RHODEBECK 
Superintendent of Agencies 
101 Fifth Ave., New York, N.Y. 








INSURANCE BUYERS 


ANAGERS and executives led 
all other occupational groups in 
the purchase of big life insurance 
policies during the third quarter of 
1942, according to The Lincoln Na- 
tional Life Insurance Company’s 
quarterly survey of buyers of pol- 
icies of $10,000 and more. They led 
both in volume and number of big 
policies bought. Professional men 
ranked second and individual pro- 
prietors third in both classifications. 
Listed according to number of 
policies bought, the occupational 
classifications were: Managers and 
executives, professional men, in- 
dividual proprietors, clerks, skilled 
workers, salesmen, farmers, stu- 
dents, unskilled workers, and house- 
wives. 

Listed according to volume 
bought, the groups ranked the same 
except that students ranked ahead of 
farmers and housewives preceded 
unskilled workers. 


INCOMES 


EOPLE with incomes between 

$1,500 and $3,000, who receive 
31.1% of the national income, are 
purchasing 42% of the ordinary 
life insurance policies sold in 1942. 
The $5,000 and over income group, 
receiving 31.69% of the national in- 
come, are purchasing 25% of the 
ordinary life policies. 
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LIFE INSURANCE CO. 


51st YEAR OF SERVICE TO THE 
PEOPLE OF NEW ENGLAND 


A company of high character and standing. 
It is known for its conservative manage- 
ment and strength. 

JAY R. BENTON, President 
EDWARD C. MANSFIELD 
Secretary-Treasurer 


Home Office 
Boston, Massachusetts 




















SCHUPPEL HEADS A. L. C. 
ILLIAM C. SCHUPPEL, 


Executive Vice President in 
charge of operations and production, 
of the Oregon Mutual Life Insur- 
ance Company, Portland, Oregon, 
was elected President of the Amer- 
ican Life Convention October 7th, 
succeeding A. J. McAndless, Presi- 
dent of the Lincoln National Life 
Insurance Company of Fort Wayne, 
who was ineligible for re-election. 
Mr. Schuppel, after several years in 
selling and advertising, entered the 
life insurance business in the field, 
and later was appointed Supervisor 
of the Oregon Mutual Life in 1916, 
He was successively Superintendent 
of Agents, Vice President in charge 
of Agencies, and in 1930 was elected 
Executive Vice President. He is 
President and director of the Better 
Business Bureau of Portland. 

Mr. McAndless was elected to 
serve on the Executive Committee 
for a new two-year term, and Claris 
Adams, President of Ohio State 
Life Insurance Company, Columbus, 
Ohio, was elected to a two-year term 
on the Executive Committee suc- 
ceeding C. A. Craig, Chairman of 
the Board, of the National Life & 
Accident Insurance Company of 
Nashville, who was not eligible for 
re-election, having served the full 
time permitted under the Conven- 
tion rules. James A. McLain, Presi- 
dent, of the Guardian Life Insurance 
Company, of New York City, was 
re-elected to the Executive Commit- 
tee for two years. Other Committee 
members are hold-overs. Two new 
State Vice Presidents were also 
elected: David W. Dunbar, Execu- 
tive Vice President, George Wash- 
ington Life Insurance Company, 
Charleston, W. Va. and W. M. 
Turpin, Jr., of General Counsel of 
the Bankers Health & Life Insur- 
ance Company, Macon, Georgia. 


NO COMMENT 


HE relative financial security of 

American families compared with 
that of residents of Axis countries is 
measured in some degree by the fact 
that the people of one American 
state own more life insurance protec- 
tion than all Axis nationals in 
Germany, Italy, and Japan, com- 
bined. 


BEST'S LIFE NEWS 





DISTRIBUTION OF A. & H. PREMIUMS 


HE Health and Accident Under- 
writers Conference has published 
a study made at its request by 
Stuart F. Conrod, actuary of the 
Loyal Protective Life Insurance 


1941 Pre- % ot 
mium Income 
$99,634,433 
23,913,175 78 
37,325,214 
17,128,210 5.6 
21,754,890 7.1 
107,796,635 


Commercial 
Monthly Premium 
Weekly Premium 
Limited Business 
Non-Cancellable 
Group 


Company, which shows a distribu- 
tion of accident and health pre- 
miums and policies by classes of 
business. The principal table fol- 
lows : 


Policies in Force 
Dec. 31, 1941 
4,978,348 
1,300,156 
4,139,346 
7,083,145 

463,850 
12,390,124 


% of 
Total 
16.4 


Total 
32.4 


12.1 


35.0 


Total $307,552 
In a general interpretation of the 
figures, Mr. Conrod pointed out that 
they “show the tremendously fine 
job which has been done through 
private insurance.” Referring to the 
proposed Federal Health Insurance 
program, Mr. Conrod said: 

“As there has been some agitation 
in certain governmental channels for 
compulsory Federal Health Insur- 
ance, the figures are particularly in- 
teresting. Such a program would 
cover very largely the individuals in- 


957 


100.0 30,354,969 100.0 
sured under monthly premium, 
weekly premium, limited business 
and group insurance. It will be 
noted that approximately 25 million 
policies are already in force in those 
4 classes. 

“If to this is added the number 
insured by Hospital Associations, it 
is readily seen that a very large per- 
centage of the individuals who 
would be covered under a Federal 
program are already 
through private insurance.” 


covered 





INSURANCE ECONOMICS 
SOCIETY 


A first meeting of the Insurance 
Economics Society’s New York 
State Organization has been held 
under the auspices of the Insurance 
Section of the New York Board of 
Trade. James R. Garrett is chair- 
man of the society for New York 
State. 

Consideration 


given to 
HR7534, the bill now before Con- 
gress to establish a Federal Social 
Insurance System, and Mr. Garrett’s 
committee has undertaken an inten- 
sive study of the bill and its social 
objectives. 


was 
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TERMINATION AGE OF 
NON-CANCELLABLE 
POLICIES 


According to the 1942 edition of 
Best's A. & H. Buyers’ Guide, 
fourteen companies now offer non- 
cancellable, guaranteed renewable 
accident and health contracts. Prac- 
tically all of these policy forms are 
guaranteed renewable to a certain 
age, and in response to requests from 
subscribers, we have prepared the 
following table showing maximum 
age limits for full benefits, together 
with benefit, reductions at advanced 
ages, where the contracts contain 
such a provision. 


Renewable 
Company and Policy to Age 
3usiness Men’s Assur. Co. 
Guar. Renewable Income 
California-Western States 
Life 
Guar. Dis. Inc. AH3041 60 
The Educators é 
Teachers AA 65 
Teachers KA 
Federal Life Ins. Co. 
Spec. Non-Can. Inc. Dis. 
SNC 
Income Guaranty Co. 
Gold Seal Non-Can. 114-B 
Loyal Protective Life 
Executive’s Accident 71 
Time Protection 74 
Security Accident 75 
Executive’s Disability 76 
Massachusetts Cas. Ins. Co. 
Non-Cancellable 136 
Non-Cancellable 160 
Massachusetts Indemnity Ins. 
Bus. Man’s Spec. Non-Can. 
110 
Non-Can. Disability 111 
Blue Seal Non-Can. 112 
Non-Can. Disability 114 
Silver Seal Non-Can. 115 


a70 


Massachusetts Protect. Assn. 

Acme Accident 70 

Daily Benefit 68 

The Perfection 67 

Aggregate Indemnity 109 
National Travelers Cas. Co. 

Non-Can. Dividend 
North America Assur. Soc. 

Non-Can. Accident A 

Non-Can. Accident Y 
Paul Revere Life Ins. Co. 

Acme Accident 20 65 

Daily Income 3 d70 

The Perfection 21 e70 

Aggregate Indemnity 17 60 
Provident Life & Acc. Ins. Co. 

* President’s Non-Can. Acc. 65 
United Benefit Life Ins. Co: 

Bus. Men's Spec. Non-Can. 

NC32 £70 
+Spec. Income Prot. 110UB None 

* Non-cancellable after 2 years. 

+ Over age (55-70) contract. 

a Benefits reduced to 75%, age 56-61; 
50%, 61-70. 

b Benefits reduced 10% at 55 and 10% 
each succeeding year to age 59; there- 
after 50%. 

c Benefits reduced to 50%, age 60-70. 

d Accident renewable to age 70, dis- 
ease coverage to age 60; premium re- 
duced 65%. 

e Benefits reduced 50%, age 60-70. 

f Benefits reduced 10% at 56; 
per annum to age 60 


None 


10% 


33 








SERVICE 


We assist policyholders, by 
refinancing larger loans against 
policies, at VERY LOW RATES 
based on terms. Our private 
service is through representa- 
tive banks and we endeavor to 
properly protect the insured and 
beneficiaries. 


We do not sell insurance or 
give insurance advice which 
should be obtained from the 
insurer or its accredited agent. 


Collateral Discount 
Corporation 
Graybar Bldg., New York City 





MONTHLY BIRTH RATES 


URING the months July, August 

and September more babies are 
born than in any other three months 
in the year. In contrast, the smallest 
baby crop is during the months of 
May and December, according to the 
statisticians of the Metropolitan Life 
Insurance Company. 

In times of war the usual seasonal 
pattern of babies may be completely 
upset. This was noted in the first 
World War in countries most heavily 
engaged. In Paris, for example, in 
the prewar conditions of 1914, Janu- 
ary births were 107% of the aver- 
age; in 1915, this jumped to 145%; 
and in 1919, after the war, it fell to 
71%. In the present war, even before 
we became definitely involved, the 
general expectation of that eventual- 
ity was in itself enough to stimulate 
an increase both in marriages and 
births, particularly when it became 
apparent that there was to be a draft 
for military service. As a result of 
this births in 1940 and 1941 for New 
York State—where the data are 
available—showed definite depar- 
tures from the usual seasonal trend, 
with a very strong accentuated mid- 
summer peak. 

In England, which has now been 
at war for three years, the usual 
seasonal ups and downs of the birth 
rate have been so modified as to pro- 
duce the unusual results of a prac- 
tically uniform rate in the four 
quarters of 1941. 
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“BEDSIDE MONEY" 


One of the 1942 projects of the 
National Association of Accident 
and Health Underwriters was to 
prepare a book to show what accident 
and health insurance can do for the 
individual and how it does it. The 
manuscript has just been completed, 
written by Mansur B. Oakes, chair- 
man of the association’s educational 
committee. 

The manuscript is now being sent 
to 850 companies and general agen- 
cies for criticism and comment. 
When published, copies will be sent 
to each congressman and each state 
official in the country. Pre-publica- 
tion price is $35 per hundred. Single 
price after publication will be $1.20 
each. 

Inquiries should be addressed to 
National Association of A. & H. 
Underwriters, 166 West Jackson 
Blvd., #427, Chicago, Illinois. 


SIMS WANTS NEW A. & H. 
LAWS 


The health and accident insurance 
laws of West Virginia will be re- 
vised, if recommendations of Edgar 
B. Sims, State Auditor and Insur- 
ance Commissioner, are followed. 


Mr. Sims has addressed an open 
letter to “the health and accident 
insurance industry,” asking that the 
business cooperate in revising the 


present accident and health laws 
which he describes as inadequate. 
If the business should fail to co- 
operate in the proposed revision, 
Commissioner Sims stated that a 
recommendation would be made to 
the forthcoming session of the West 
Virginia Legislature to repeal “all 
health and accident statutes now in 
force in West Virginia and prohibit 
the sale of this type of insurance 
henceforth and evermore.” 





OF INTEREST TO AGENCY 
DIRECTOR 


A young, married man (3 A Draft classifica- 
tion) with over fifteen years experience as 
executive in large life insurance agency is in- 
terested in home o' connection or represent- 
ing a life insurance company as general agent 
or agency manager. 
Experience, Background—Supervision of entire 
sales force, teaching advanced un iting, re- 
cruiting and working jointly in field with new 
agents, designing agency sales promotion ma- 
terial and directing agency advertising. 
Average quarter-million-dollar personal produc- 
tion past fifteen years. 

Box No. L-36 


Best’s Insurance News, 
75 Fulton St., New York City 




















L. O. M. A. 


T THE September 30th meet- 

ing of the Life Office Manage- 
ment Association, James B. Slim- 
mon, Vice President and Secretary 
of Aetna Life Insurance Company, 
was elected President of the Asso- 
ciation; Edmund Fitzgerald, \-ice 
President of the Northwestern Mu- 
tual Life, was elected to a similar 
position in the Association. Those 
elected to the Board of Directors 
for two year terms were: Horace 
T. Polk, Treasurer of National Life 
& Accident Insurance Company; 
Richard S. Rust, Secretary of the 
Union Central Life Insurance Com- 
pany; William J. Adams, Comp- 
troller of the Canada Life Assurance 
Company; George A. Drieu, As- 
sistant Secretary of the Connecticut 
General Life Insurance Company. 

James Russell Sykes, Vice Presi- 
dent and Comptroller of Fidelity 
Mutual Life, was elected a director 
for one year. Ralph W. Beeson, 
Secretary of the Liberty National 
Life Insurance Company, the retir- 
ing president, also becomes a mem- 
ber of the Board. 

The holdover directors are: D. N. 
Warters, Bankers Life Company; 
William P. Barber, Jr., Connecticut 
Mutual Life; William Breiby, Pa- 
cific Mutual Life ; Carl E. Schneider, 
National Life Insurance Company 
of Vermont; James Scott, Guardian 
Life; and L. K. Crippen, Acacia 
Mutual Life. 

Mr. M. I. Doxsee, Assistant Ac- 
tuary of Aetna Life Insurance Com- 
pany, has been named Chairman of 
the Education Committee. 


PRESIDENTS CANCEL 
MEETING 


HE Association of Life Insur- 

ance Presidents has canceled its 
annual convention which had been 
scheduled for December 10 and 11 
in New York City, Vincent P. 
Whitsitt, Manager and _ General 
Counsel of the Association an- 
nounced October 15th. The gather- 
ing would have been the thirty- 
sixth annual convention of the Life 
Presidents’ organization. Decision 
to cancel the convention was reached 
at a regular meeting of the Associa- 
tion and was made in recognition of 
the nation’s wartime transportation 
needs. 
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CANCER PROBLEM 
UNSOLVED 


N VIEW of the phenomenal suc- 

cess in the control of infectious 
diseases, the cancer situation in this 
country is described by the statis- 
ticians of the Metropolitan Life In- 
surance Company as one of the out- 
standing unsolved health problems 
of the day. 

They further draw attention to 
the striking dissimilarity in the trend 
of the recorded cancer death rate for 
en, as against that for women, as 
observed in the mortality experience 
of their company’s Industrial policy- 
holders, from 1911 to 1940. During 
this period, the recorded mortality 
from cancer among the male policy- 
holders increased about one third, 
while scarcely any change occurred 
among the insured females. Toward 
the end of the period, however, there 
is some evidence of improvement 
among females, and of a “slackening 
in the upward trend for males.” 

“As a result of these conflicting 
trends,” the statisticians say, “the 
cancer death rates for white males 
and females at ages one to 74, widely 
different in 1911-1915, have con- 
verged to a common level of 86.8 per 
100,000 in the five vear period 1936 
1940. And no other important cause 
of death exhibits such difference in 
trend of mortality for the two 
sexes.” 

Regarding it as hardly conceivable 
that the “physiological make-up of 
males has changed so_ radically 
within the last 30 vears as to make 
them much more susceptible to can- 
cer, while the females have remained 
unaffected,” the statisticians express 
the belief that a substantial part of 
the rise in cancer mortality among 
males “reflects improved diagnostic 
technique and skill as applied to 
cancers among males.” They add 
that this supposition is confirmed 
when the trend is examined accord- 
ing to the site or organ affected, for, 
on the whole, the trend has been up- 
ward for those parts of the body 
which are internal and which mod- 
ern technique is making more ac- 
cessible for examination, As an 
illustration, the statisticians point out 
that, since 1911, mortality from can- 
cer of the peritoneum, intestines, and 
rectum has practically doubled in the 
case of males, and increased by about 
50 per cent for females. 
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LIFE INSURANCE SURRENDER RATE AT ALL TIME LOW 
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SURRENDERS AT NEW LOW 


\LLS for life insurance sur- 

render values are now at an all- 
time low rate, reflecting the greatly 
strengthened financial position of 
American families and at the same 
time making an important contribu- 
tion to the anti-inflation program of 
the nation, it is shown in a survey 
of 1900-1942 policy surrenders, 
made public by the Institute of Life 
Insurance. 

During 1941, the surrender of 
life insurance policies reached a 
point very near the previous low in 
the history of the business and this 
year there has been a further de- 
crease, carrying the rate under the 
previous low, the survey shows. 
The current rate of 1.60 is 23% 
below that of 2.10 last year and 
79% below the high point of 1932 
when it was 7.74. 


1932 Rate 


It is shown that if the 1932 sur- 
render rate were still in force, total 
surrender values paid out in 1942 
would be one and three-quarter bil- 
lion dollars greater than they will 
he for the year, on the basis of the 
present outlook.” 

“The reduction in calls for cash 
surrender values represents an im- 
portant, though little recognized, 
anti-inflation aid today,” Holgar J. 
Johnson, president of the Institute 
said. “It is just as definitely money 


applied to the prevention of inflation 
as are the funds going into savings, 
life insurance purchase, debt pay- 
ment and similar anti-inflationary 
avenues. In fact, there is a still 
further item which could be added 
to this, the reduction of policy loans, 
which is a form of debt reduction 
and thus another anti-inflation fac- 
tor. Total policy loans outstanding 
today are approximately one billion 
dollars less than at the depression 
peak.” 

Surrender values are being paid 
out this year at an annual rate 
$110,000,000 lower than in 1941 
and policy loans outstanding are 
now about $190,000,000 less than a 
year ago. This makes a total of 
$300,000,000 of meney which has 
been anti-inflationary. 

“These figures are also striking 
evidence of the greatly improved 
financial status of the country,” the 
report continues. ““They indicate an 
even better stabilization of family 
budgets than in the boom days of 
1929, the surrender rate being prac- 
tically half that of 1929 and the ratio 
of loans to reserves outstanding also 
being reduced nearly one-half from 
the 1929 level. Families are 
strengthening their position mate- 
rially as the funds are made avail- 
able by larger national income and 
this is important for the nation in 
its meeting of the war problems 
and stabilizing of the war economy.” 
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This Thanksgiving 


We give thanks for the Stars 
and Stripes and for the privilege 
of protecting it with our all. Never, 

since it first floated in the breeze, has Old 
Glory stood for what it stands in this war 
torn world of today. 

When our revolutionary fathers be- 
queathed the stripes and thirteen stars to us, 
the flag was emblematic of a new freedom, 
a new economy and a new nation represent- 
ing the freedom of the individual—a govern- 
ment of the people, by the people and for 
the people. Ours is a proud and prosperous 
nation whose tenants of national life are the 
envy of the rest of the world. 

Humbly we pray that we may do our part 
in protecting our flag, our nation, in a world 
gone mad and help establish, once and for 
all, the right of the individual the world over 
to “Life, liberty and the pursuit of happiness.” 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company" 
FRANKFORT _ ~— INDIANA 














MUTUAL TRUST 


LIFE INSURANCE COMPANY 








HOME OFFICE ; FIELD BUILDING 
CHICAGO ILLINOIS 


SS 
“43 Faithful as Old Faithful” 
ONE OF THE LOWEST NET COST 
COMPANIES IN THE UNITED STATES 


Whole Life (Paid-Up at 85) 
Minimum $2,500——Maximum $100,000 
Age Limit 10 to 60 
20 Year Annual Net 
Cost Per $1,000 
Annual Premium Present Dividend Scale 
Per $1,000 (Not Guaranteed) 
$13.75 
13.98 ate 
14.22 b 
14.48 
14.74 
15.02 
18.56 A 
24.30 . 
34.25 6.59 
52.77 18.10 
NO MILITARY RESTRICTIONS BELOW AGE 15 
OR ABOVE AGE 44 


Nothing Beller in Life Insurance 





























ACTUARIAL MEETING 


AR problems affecting life insurance was thi 
chief subject of discussion at the joint meetin, 
of the Actuarial Society of America and th 


American Institute of Actuaries, held at the Roya 
York Hotel in Toronto, Canada, Oct. 19-21. 

Preceding the joint session, each of the organization 
held a half-day meeting of their own, devoted to th« 
presentation of written papers and discussion of thosi 
papers presented at the last meeting. The Presidential 
address for the Actuarial Society was given by Joseph 
B. Maclean, vice-president and actuary of the Mutual 
Life Insurance Company of New York, and for the 
American Institute by H. H. Jackson, vice-president 
and actuary of the National Life Insurance Company 
of Vermont. 

Two days of the meeting were devoted entirely to 
informal discussion in joint session of the important 
war-time questions involving life insurance policy- 
holders’ interests. War clauses of life insurance poli 
cies was the first topic discussed. The effect of war 
deaths on life inurance mortality, the methods of meet 
ing war-time personnel shortages, the effect of economic 
readjustments on life underwriting and the occupa 
tional factors of underwriting under war-time changes 
were also among the specific subjects reviewed. 

The topies informally discussed at the joint sessions 
Tuesday afternoon, Oct. 20, and Wednesday morning, 
Oct. 21, were as follows: 


War Clauses 


1. Should the companies be urged to use standard 
wording as well as similar provisions in war clauses ? 

2. Is the exclusion of all deaths while in service out 
side the home areas justified ? 

3. Is it desirable to exclude deaths due to an act of 
war while in service in the home areas ? 

4+. What should constitute the “home area”? 

5. What rules are being followed with respect to the 
insertion of war clauses (a) upon reinstatement, and 
(b) upon selection of a contractual option which re- 
quires submission of evidence of insurability ? 


Other War-time Problems 


1. Do current war losses either on men in service or 
on others represent an appreciable part of total claim 
payments in 1942? 

2. What allowances or other privileges are now be- 
ing granted to company employees in military service ? 

3. What changes have been made in salaries and in 
hours of work of home office employees since Jan. 1, 
1942? 

4. To what extent have women replaced men either 

in the Home Office or in the Field? What types of 
office work, if any, are being eliminated, and what at- 
tempts are being made to shorten or simplify Home 
Office procedure ? 
5. What is the effect on insurance companies of 
Canadian war measures with particular reference to 
wage and price controls, financing of war, and income 
tax provisions ? 
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Underwriting 


1. What has been the experience under non-medical 
insurance with respect to (a) mortality, (b) persist- 
ency, and (c) co-operation of the field force ? 

2. In view of greatly increased demands on the medi- 
cal profession under present conditions, what changes 
in underwriting practices, such as liberalization of rules 
for non-medical insurance, are practicable ? 

3. Based on current conditions, what is a reasonable 
schedule of extra premiums to cover (a) civilian travel 
or residence in locations outside the home areas, or 
(hb) marine risks not in the national services ? 

+. In view of conditions surrounding war-time indus- 
trial employment, (a) what changes in occupational 
classifications are indicated; (b) what problems are 
arising in connection with inspection reports ? 


Premium Rates, Reserves and Policy Dividends 


1. What changes have been made, or are contem- 
plated, in premium rates, reserves, and policy divi- 
dends? Do these changes adequately reflect current and 
probable future trends in mortality, interest, taxation, 
and expense rates ? 

2. Should policy reserves on existing business be 
placed upon a more conservative interest basis ? 

3. What is a reasonable valuation basis for existing 
individual and group annuities ? 


Education of Students 


1. Should the pure mathematics portion of the Asso- 
ciateship examinations be curtailed or eliminated ? 

2. Should some of the subjects covered in the Fel- 
lowship examinations be placed upon an optional basis ? 

3. What alternative steps might be taken to reduce 
the average time required (now eleven years) to qualify 
as a Fellow? 


SOLDIERS’ & SAILORS’ CIVIL 
RELIEF ACT 


N October 6, 1942 the original Act of October 

17, 1940 was amended. Article 4 of the Amend- 

ments deals with life insurance and a digest of 
some important points are covered here. 

Section 400—defines a policy as any contract of life 
insurance on the Life, Endowment or Term plan, in- 
cluding policies issued by fraternal or beneficial asso- 
ciations, which pays the face amount in event of death 
and does not require an additional premium regardless 
of military service. It further provides policy must be 
in force on premium-paying basis and at least one pre- 
mium paid before enactment of these amendments, or 
not less than 30 days before the date the insured en- 
tered into military service. Provisions do not apply to 
(;overnment insurance. 


Section 401—insured, or a person designated by him, 


or, beneficiary, is eligible to apply for benefits. Total 
imount to be covered by the Act cannot exceed $10,000 
of insurance. In case of choice, the Veterans Admin- 
istration will select the best policy from the standpoint 
f cash value. Section 402—a letter signed by the in- 
sured identifying himself and policy is sufficient to 
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MANUFACTURERS LIFE 
INSURANCE COMPANY 
HEAD OFFICE @ TORONTO, CANADA 
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(Including Deferred Annuities) 
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CIVIL RELIEF ACT—Continued 

apply for the benefits. The Veterans Administration 
may, however, require both insured and insurer to com 
plete special forms. 


Benefits and Restrictions 


Section 403—if policy is entitled to protection und 
the Act it shall not lapse during insured’s period o 
military service, or “during two years after the expira 
tion of such service, or otherwise terminate or be for 
feited for non-payment of a premium becoming di 
and payable, or the non-payment of any indebtedness 
or interest.” Section 404—dividends, if any, shall lx 
used to reduce the amount of premium and no cas! 
values, dividend accumulations, unearned premiums 01 
other value can be withdrawn by the insured without 
the consent of the Veterans Administration. The in 
sured can, however, change the beneficiary or the mock 
of settlement if he so desires. 


Reimbursement 

Section 405—in the event of maturity of a policy o1 
the insured dies, the insurer, before making. settle 
ment, will deduct from the proceeds premiums ad 
vanced plus interest at the rate provided in the policy 
for cash loan. The amount so deducted 
ported to the Veterans Administration, 

Section 406—payment of premiums and interest as 
specified in Section 405 will be guaranteed by the 
United States. If such an amount is not paid by the 
expiration of the period of insurance protection undet 
this Article, the amount so due shall then be treated by 
the insurer as a policy loan on such policy; if the cash 
value is less than the amount of indebtedness, then the 
policy will cease and the United States will pay the in 
surer the difference between such indebtedness and the 
cash surrender value. The United States will then be 
in a position to proceed in whatever manner it deems 
advisable to collect the amount owed by the insured. 


will be re 


Authority 
Section 407—The Administrator of Veterans’ Af 
fairs is authorized and directed to take all necessary 
steps in carrying out the provisions of this article and 
the decision of the Administrator shall be final. Section 
408—In cases where the insured applied for and se- 
cured protection before the enactment of the amend 
ments, such protection will continue in effect according 
to the terms of the original Act. It is further provided 
that if the insurer wishes to take advantage of the 
amendments it may do so by securing permission of 
the Veterans Administration within 90 days from the 
date the amendments were enacted. It will be recalled 
that in the original Act the maximum insurance cov- 
ered was $5,000 and the payments were guaranteed for 
only one year after the cessation of hostilities, whereas 
in the amendments the maximum amount is $10,000 
and the guaranteed period is two years. 

In Section 305 of Article 3, there is a brief ruling 
concerning the assignment of a policy. Assignee has no 
right, while the insured is in military service and for a 
period of one year after that service, except insurer in 
connection with policy loan, or, upon consent of insured 
in writing, or, upon court leave, or, upon death, 
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SELLING TIPS 


from The HOME OFFICE 


FOR A DOUBTFUL PROSPECT 


By John L. White, St. Louis Agency 


R. PROSPECT, 
the same 
so many of my 


are in 
frame of mind as 
friends, uncertain 
and fearful of what the future may 
bring. 


vou 


“Appreciating that fact, and also 
appreciating that you would like to 
have $10,000 more protection if you 
could only be certain that you 
wouldn’t have to lose a lot by lapsing 
the policy, | have worked out a plan 
which has a strong appeal to men in 
the same situation as yourself. 

“Of course it is trite to observe 
that most of the things we dread in 
life never happen. I venture to say 
that practically all the policies you 
own were taken in fear and trem- 
bling because you were afraid you 
wouldn’t be able to keep them. | 
recall the $5,000 policy I sold you 
some years ago was accepted in just 
that state of mind. And yet you 
still have it, clean and free from any 
indebtedness. 

“Now here is what a little ruminat- 
ing on your case has brought to light 

and | am sure you will agree with 
me that it sounds 
true: 


too good to he 

“Our Graded Premium contract 
at your age—forty-four—will give 
you immediate protection of $10,000 
at only $179.10 the first year. No 
doubt you can see your way clear to 
afford this during the next five or 
six years. What is hindering you, 
however, is the fear of having to 
lrop the policy at considerable 
sacrifice. 

“Now get this and please listen 
closely. On the present basis of 
dividends, and even with an increase 
of annual deposits until the fifth 
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year, you have deposited in- six 
vears $1,418.80. Well, if unable to 
continue, you may have a_ paid-up 
estate at that time of $1,350. This 
is within $68.80 of all you have put 
in, Thus your $10,000 protection 
has actually cost you very little, and 
you will agree that the protection is 
important in these times.” 
Vational Life (¥t.) 


* * * 


SUCCESS QUALITIES 


LIST of outstanding qualities 

necessary to the successful sales- 
man was compiled by one of the 
largest employers of salesmen in the 
country, International Business Ma 
chines Corp. The 15 requisites of a 
good salesman, tested in the field by 
top-notch representatives of that 
company, are reproduced below. 
Check yourself to see if you meet 
these qualifications : 


1. He does not argue and does 
not contradict his prospect. 

2. Does not deliver a speech; he 
illustrates his conversation, 

3. Never puts questions that may 
call for a “No.” 

4. Never speaks against his com- 
petitors. Slowly but surely proves 
the advantages of his own product. 

5. Speaks of the qualities and 
advantages and does not dwell on 
prices. 

6. Never smokes when calling on 
a prospect, unless he is invited to 
do SO. 

7. Wears nothing too original 
which may distract prospect’s atten- 
tion. 

8. Never speaks doubtfully, but 
with the authority of a man who 
knows. 

9. Never raises his voice, espe- 
cially at the closing. 


10. Does not use high-pressure 
selling. 

11. Does not fear competition 
that may lead him to success. 

12. Does not forget the value of 
frequent, useful and energetic visits 
at opportune times. The law of av- 
erages is inexorable. 

13. Never wastes his time; he 
works his territory methodically. 

14. Does not stay home on rainy 
days there, and 
there are not so many visitors. 

15. Never lacks confidence in him- 
self, his product, his company. 


Federal Life (1il.) 


his prospects are 


= = @ 
TYPE YOUR PROSPECTS 


N YT everybody likes vanilla ice 
cream, or grapefruit for break- 
fast. Why not decide in your own 
mind the type of prospects with 
whom you can be most at ease, to 
whom you can talk most effectively, 
with whom you can exercise the 
greatest amount of prestige. The 
man who just goes out after pro- 
spects will get them. But the sales- 
man who has a sharp picture in his 
own mind of the type of prospect he 
desires to add to his list will not only 
get more prospects, but will get 
better prospects. There is a reason. 
He has a definite type of individual 
in mind, and consequently his pro- 
specting activities are directed into 
precise channels. Definiteness is the 
end of confusion, and consequently 
his efforts are more productive. 
Stop long enough and make up 
your own mind concerning the ideal 
type of prospect for you to call on. 
The result will be more intelligent 
and more efficient prospecting on 
your part. 
Franklin Life 
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MEETING TODAY'S 
OBJECTIONS 


T am buying bonds. 


“Fine! Everyone should invest 
something in War Bonds. But by 
buying some life insurance in addi- 
tion, you are accomplishing two 
great objectives. You are protecting 
your family and at the same time 
helping the government, for our 
Company is investing practically 
100° of first year premiums re- 
ceived this year in U. S. securities.” 


My taxes are higher. 


“This, really, is an added reason 
for more protection. If you should 
die in war time, unpaid taxes (which 
your family would have to pay) 
would take more out of their insur- 
ance proceeds than you have prob- 
ably figured on. If you have diffi- 
culty paying taxes on your present 
income how would your family fare 
with heavier taxes and higher living 
costs if your income were stopped 
through death ?” 


The future is uncertain. 
“True. This is always a fact, even 
when it doesn’t appear so. The man 
who bought insurance in the sum- 
mer of 192° probably didn’t foresee 
the great depression that followed. 
One of the most certain things is 
that your family and mine will some 
day need money to replace our in- 
comes—for we will no longer be 
here. Life insurance is the best way 
to make sure that ready money will 
be placed in their hands at that un- 

certain time.” 
Equitable, N. Y. 


ESTATE PLANNING 


Kenneth R. MacKenzie, Boston- 
Summers 


Mr. MacKenzie’s approach on es- 
tate planning cases was of particular 
interest. 

“In these days each man with an 
important job to do has almost no 
time to learn how to put his estate 
in the proper position to avoid un- 
necessary and often duplicate taxa- 
tion, to avoid probate expenses, 
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delays, and costly liquidation. My 
job is to take an inventory of all 
assets and present instruments, 
trusts, wills, etc., estimate the estate 


charges, and estimate the available 


liquid assets to meet these charges, 
in other words to determine what 
the family’s picture will be from the 
standpoint not of capital but of in- 
come and to recommend the changes 
that should be made throughout the 
entire estate, following the job 
through, if the plan is sound, with 
the trust companies, the lawyers, or 
with whomever is involved. 

If life insurance is needed, it will 
be recommended and if it is pur- 
chased then, the fee will be washed 
out to the extent that the commis- 
sion offsets the fee. In other words, 
I serve as a clearing house for all 
the various items that come into this 
estate situation. By having one per- 
son control and carry through this 
estate planning, I can conclude the 
otherwise constantly postponed job 
which my client never has the time 
to do himself.” 

New England Mutual. 


ENTHUSIASM 


Enthusiasm is the dynamics of 
your personality. Without it, what- 
ever ability you may possess lies 
dormant until you discover how to 
put your heart into thought and 
action. 

Enthusiasm is the power that 
moves the world. There is nothing 
comparable to it, in the things which 
it can accomplish. 

You have a good idea—don’t think 
that other people will recognize it at 
once. Much of your progress will de- 
pend upon your ability to move the 
minds of other people. Columbus 
had a good idea, but he didn’t get 
across with it without high per- 
suasion. 

If you would like to be a power 
among man, cultivate enthusiasm. 
People will like you better for it; 
you will escape the dull routine of 
mechanical existence and you will 
make headway wherever you are. It 
cannot be otherwise, for this is the 
law of human life. Put your soul 
into your work, and not only will 
you find it a pleasure every hour of 
the day, but people will believe in 
you just as they believe in electricity 


when they get in touch 
dynamo. 

And remember this—there is no 
secret about this gift of enthusiasm. 
It is the sure reward of deep, honest 
thought and hard, persistent labor 


with a 


Life Association News, 
Western and Southern Life, 


FARMERS 


| > DAY the farmer is a good pros 
pect from every angle. Food is 
going to play a large part in winning 
the war, and the producer of food 
is a key man in our national set-up. 
Some statistics on the farmer's in 
surance are therefore pertinent. 

The Amercan Service Bureau re 
ports that during June 1941 the 
average amount of insurance applied 
for by farmers and ranchers was 
$2,172 and those who applied al 
ready had policies averaging $2,739. 

Excluding owners and executives 
of businesses, the report showed 
that the size of policies taken out by 
farmers was higher than any of the 
listed classifications except masons 
and employees of theatres. 

During the period covered in the 
report nearly seven per cent of the 
farmers applying for life insurance 
wanted policies of $5,000 or over. 
The number applying in the higher 
brackets should be increased because 
the farmer now has greatly improved 
income and little opportunity to 
spend it for commodities. 

Farm families offer an unusual 
opportunity because of this ability to 
buy. Vice President Henry A. 
Wallace, former secretary of agri 
culture, said recently about the 
farmer’s need for insurance: 

“Every farmer, as he tries to get 
his affairs in order, is bound to 
wonder ‘What would happen to my 
family if I dropped dead next week ?’ 
Perhaps the boys could carry on the 
farm work; maybe there will be 
enough cash on hand to meet press 
ing needs; but what about the mort 
gage? Carrying the mortgage has 
been all that the head of the family 
could manage. What would happen 
if he were gone? We all know quite 
well what has happened in cases 
without number in our experience. 
The farm has been lost to the family 
when the breadwinner dies.” 


National Life (Vt.) 
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AGENCY OFFICERS- 
RESEARCH BUREAU WILL 
MEET 


HE 21st Joint Annual Meeting 

of the Association of Life Agency 
Officers and the Life Insurance 
Sales Research Bureau will return 
this vear to the Edgewater Beach 
Hotel in Chicago on November 17, 
18. and 19. This will be the second 
wartime meeting of these organiza- 
tions, since the 1942 meeting was 
held in Canada, 

rhe Agency Officers-Research 
Bureau meetings have always been 
working meetings, and this year will 
be no exception. Plans have pro- 
gressed for the 21st Joint Annual 
Meeting program with the objective 
of not posing problems but rather 
showing how they are being met 
practically in day-to-day agency 
management. All papers and dis- 
cussions will bear directly on the 
meeting theme “Agency Manage- 
ment in Wartime.” 

The important duties of leading 
the several sessions of the Agency 
Officers-Research Bureau meeting 
will, as is customary, be handled by 
the Officers of the governing boards 
of these organizations. W. 5S. Penny, 
Director of Agencies, Sun Life of 
Canada, will be Chairman of the 
opening day’s session in his capacity 
as Chairman of the Research Bu- 
reau's Executive Committee. J. G. 
Parker, Vice Chairman of the Bu- 
reau’s Board of Directors and Gen- 
eral Manager and Actuary of the 
Imperial Life of Canada, will be 
Chairman of the two 
Wednesday. The Chairman on the 
final day will be John H. Evans, 
Vice President of the Ohio National, 
who is Chairman of the Executive 
Committee of the Association of 
Life Agency Officers. 


INSTITUTE OF LIFE 
INSURANCE 


HE New York Life Insurance 

Company has joined the Institute 
of Life Insurance, increasing to 113 
the number of member companies, 
it is announced by Holgar J. John- 
son, president. So far this year there 
has been an increase of 11 companies 
in the Institute’s membership with 
home offices located in 9 states, Dis- 
trict of Columbia and Canada. 


sessions on 
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FOR WOMEN PROSPECTS 


N THE current issue of the maga- 

zine “The Woman” appears an 
unusual human interest treatment of 
Life Insurance and the War, pic- 
tured in terms of a family of four. 
The article, entitled “A Family 
Council,” was written by Helen 
Christine Bennett. 

A large part of the article is given 
over to simple and readable explana- 
tion of the part life insurance plays 
in the life of the family and of the 
nation, Presentation gives an effec- 





tive summary of the important serv- 
ice rendered by the agents and it is 
also an excellent account of the 
family significance of life insurance. 

Because of the numerous requests 
resulting from the reading of ad- 
vance proofs, the publishers of “The 
Woman” are reprinting the article 
in a special jacket which reproduces 
the magazine cover. These reprints 
are available at $9.00 per 1,000 and 
can be secured by writing to “The 
Woman,” 420 Lexington Ave., 
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Group Annuities—Cont'd from p. 17. 
which is negotiated between the em- 
ployer and the insurance company, 
and a certificate which is issued to 
the employer by the insurance com- 
pany for delivery to the employee 
outlining, in substance, his rights and 
privileges under the contract. Each 
of these documents is necessarily 
quite technical and not suitable for 
presentation of the plan to the em- 


Time for all 3 


ployees in the first place. Accord- 
ingly, a booklet is usually prepared 
which seeks to outline to the em- 
ployee in every-day language the 
benefits to which he will be entitled 
under the plan if he joins. To join 
a contributory plan the employee 
signs an enrolment card and at the 
same time authorizes the employer 
to make the necessary deductions 
from salary. 


is right now! 


As clearly as the beam from a lighthouse, one fact 
shines out over the problem sea of doing business in 
wartime. The man in the field whose company gives 
him not just one, but all three forms of personal in- 
surance—Life, Accident and Health—enjoys a big 
advantage. He finds more targets to hit and he hits 
them oftener. A wide variety of excellent policy forms 
in all three lines is our fieldman's answer to wartime 
selling. That, plus the backing of aggressive, agency- 
minded management, liberal commissions, effective 
sales aids and the prestige of one of the oldest com- 
panies in the field—a company whose character and 
reputation for almost a century mark it indelibly as 
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New England born, New England 
raised, New England managed. 


UNION MUTUAL 


LIFE INSURANCE COMPANY 


PORTLAND MAINE HOME OFFICE 


ROLLAND E. IRISH, President 


FOUNDED 1848 


LIFE - ACCIDEN@ . HEALTH INSURANCE 
WS 
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After the enrolment campaign in 
which insurance company represent- 
atives participate, if requested, the 
insurance company establishes a card 
file for each employee covered under 
the contract and on this file keeps 
a record of the employee contribu- 
tions and the purchases of benctits 
actually made. This card also serves 
to maintain a record of the em- 
ployee’s beneficiary and any options 
he has elected. The employer is 
furnished with a copy of the card 
when originally prepared and has a 
record of all transactions so that he 
is able to keep his record cards up 
to date. While employees contribute 
monthly it is not necessary for the 
insurance company to maintain an 
accurate monthly record of employee 
contributions and the corresponding 
employer contributions, as in the 
case of larger employers this can be 
most readily handled once a_ yea 
On such cases at each year end a 
reconciliation is made between total 
employee contributions received dur 
ing the course of the year and the 
individual employee contributions 
\t this time calculation can readily 
be made of the actual empleyer con 
tributions required by applying the 
appropriate factors to tabulations of 
employee contributions by age and 
sex. In these operations and_ the 
more difficult problem of evaluating 
the insurance company's liabilities, 
the use of punched card equipment 
has been of material assistance. In 
some cases problems of administra 
tion are simplitied by basing benetits 
upon a salary class rather than upon 
actual salary. Thus, for example, 
all employees earning more than 
$100 a month and less than $140 a 
month would be granted the same 
benefit—which would probably |x 
based upon $120 a month. 


Termination of Employment 


While unconditional 
benefits for all 


vesting of 
terminating em- 
ployees had little general acceptance 
by industry, there had been a grow 
ing feeling among insurance repr 
sentatives and company personnel 
directors that after an employee had 
been covered under a Group 1 
nuity plan for a number of years, 
termination of employment for one 
reason or another should not result 
in cancelation of the employer-pu 
chased annuity. In the first place, 
there was the feeling that length of 
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service should be rewarded in one 
way or another, and secondly, there 
was a very practical viewpoint that 
if, by termination of service prior 
to retirement, an employee could lose 
all pension benefits other than those 
provided by his own contributions, 
the employee did not have the feel- 
ing of security which he would have 
if he could feel that after a certain 
number of years his pension was as- 
sured. Furthermore, unfriendly crit- 
ics could point to this feature in a 
plan and insinuate that an employer 
could unload his liability in times of 
stress by firing employees for whom 
large amounts of annuity had been 
purchased and thereby recoup the 
considerations paid for such annuity. 
The presentation of such an argu- 
ment during the enrolment of a case 
would not help the acceptance of it 
by the employees. A number of 
contracts had been issued in the early 
thirties under which, after an em- 
ployee had contributed 15 or 20 
years or had contributed for 20 
years and had attained age 50, had 
completed 20 years of service and 
had made contributions for 5 years, 
or had met some other combination 
of service, age and contribution re- 
quirements, he received a_ vested 
right to the annuity purchased by 
employer contributions subject only 
to the requirement that the em- 
ployee not withdraw his own con- 
tributions. The passage of the So- 
cial Security Act, introducing as it 
did the principle of compulsory 
vesting privileges of one kind or 
to accelerate the trend toward vest- 
ing of benefits for terminating em- 
ployees, and more and more Group 
Annuity contracts that have been 
issued since 1936 have provided for 
vesting privileges of one kind of 
another. Furthermore, the tendency 
has been to liberalize the require- 
ments for vesting. Usually the em- 
ployee is given the option of with- 
drawing his contributions, in which 
event all annuity is cancelled. Un- 
fortunately, human nature being 
what it is, too many employees do 
elect to withdraw their contributions 
after termination of employment, 
even though thereby they forfeit 
very substantial benefits. The com- 
pulsory vesting requirements of the 


Social Security Act suggested that 


compulsory vesting of annuity might 
well be provided under Group An- 
nuity plans. (It is interesting to 
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. the Country's 


resources, energy, skill, all bent on the achievement 


of one great purpose. 


But still, your own loved 


ones, how would they fare should anything hap- 


pen to you? 


That is the story being told by the Great- 
West Life man today. His duty and his 
responsibility is to show how regular sav- 
ings put into life insurance assures a 


family’s protection . . 


. and how those 


same savings are put to work helping to 
build the tools the Nation needs. 


a 1! is é THE 
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ASSURANCE COMPANY 
HEAD OFFICE—WINNIPEG, CANADA 


BUSINESS IN FORCE OVER $680,000,000 


ee GREAT-WEST LIFE 


i 


OUR FIFTIETH ANNIVERSARY YEAR 


note that the first Group Annuity 
contract written made such pro- 
vision.) Accordingly, some plans 
have been written which provide 
that after the employee has fulfilled 
the vesting requirements he may 
only take an annuity, which annuity 
will include the annuity purchased 
by the employer contributions, and 
that no return will be made except 


upon death. 
Discontinuance of Plan 


One reason which can be advanced 
for financing a pension plan by 
means of a Group Annuity contract 
is that provision is made for con- 
tinued administration even after it 

(Continued on next page) 
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Group Annuities—Continued 
has been found necessary to dis- 


continue the plan. Discontinuance 
of the plan may arise from a number 
of causes, and in many cases it will 
be possible for the employer to con- 
tinue to assist in the administration 
of the plan. Cases, however, will 
arise in which the employer loses 
its corporate entity and in such cases 
the insurance company is available 
to see that benefits are paid in ac- 
cordance with the terms of its con- 
tract, whereas under a self-admin- 
istered plan continued administra- 
tion under such circumstances would 
be very difficult. 

The terms of different contracts 
vary considerably insofar as they 
apply after discontinuance of the 
plan. In some cases discontinuance 
of the plan results in no change in 
the conditions for payment of bene- 
fits. In other words, termination of 
employment without having fulfilled 
vesting requirements still results in 
cancelation of employer-purchased 
annuity and a return to the employer. 
In other contracts termination of the 
plan results automatically in vesting 
all annuities previously purchased in 
the employees for whom purchased 
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subject only to the requirement that 
the employee not withdraw his con- 
tributions. Another contract will 
permit the employee to withdraw 
contributions under such circum- 
stances and still retain the annuity 
purchased by employer contribu- 
tions. Still another form of contract 
will provide that upon termination 
of the plan there is complete and 
compulsory vesting of all annuities 
purchased for all employees, even 
though compulsory vesting has not 
been: provided while the plan has 
been in effect. 


Underwriting 


The underwriting problems in 
connection with Group Annuities 
differ somewhat from general un- 
derwriting problems in that the main 
problems arise not in the initial se- 
lection of the risk but in the subse- 
quent administration. Actually, the 
underwriting problem of initial se- 
lection is not an actuarial one but 
rather a financial one. Because of 
the problems involved if a contract 
terminates during the early years, it 
is desirable to issue such contracts 
only to employers with a record of 








financial stability who may be ex 
pected to maintain the contract 
Initial selection by individual en 
ployees is very small but compani 
do customarily require that 75% « 
the employees eligible participat: 
As a practical matter, a retirement 
plan with less than 75% particip: 
tion hardly solves an employer's r« 
tirement problem. Most plans ol 
tain an enrolment of more thai 
90% 

While individual selection is prac 
tically non-existent at the commence 
ment of a plan, this is far from the 
case later. For example, an em 
ployer normally will tend to retir« 
employees early if they are in poor 


health. To allow this without ad 
justment of the mortality factors 
used to determine the reduced 


amount of annuity available would 
create excessive cost to the insurance 
company. Since it is necessary to 
give the employer freedom in his re 
tirement policy, this form of selec 
tion is met by the use of special 
factors. 

Reference has been made to the 
use of the contingent annuity op 
tion. Here again is a source of selec 
tion against the insurance company 


nniversary 
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The insurance company could pro- 
tect itself by permitting the election 
only to employees in average health. 
It has been felt, however, that a 
more liberal policy than this could 
be followed, and accordingly if the 
election is made at least five years 
prior to commencement of annuity, 
the health requirement is waived. 
This permits of some selection 
against the insurance company in 
that there are certain illnesses which 
make their existence known long 
before retirement age. Reference 
has been made earlier to the return 
which is made to the employer upon 
termination of employment. Since 
the purchase price of the annuities 
has taken into account mortality, 
there is no return of employer con- 
siderations upon death. Theoreti- 
cally, if there were no requirement 
as to health condition in the event 
of return on termination of employ- 
ment, it would be possible for an 
employer to anticipate death by 
terminating the employment of the 
employee when death is imminent. 
While it is not likely that employers 
would follow this practice, insurance 
companies protect themselves by re- 
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quiring evidence of good health to 
be produced before a return of em- 
ployer contributions is made on 
cancelation of employer-purchased 
annuity. 

Currently insurance companies 
are guaranteeing the rates for con- 
siderations received within five years 
of the effective date of the contract. 
Therefore, to protect themselves 
against being required to accept 
large sums of money on account of 
past service annuities prior to the 
introduction of a new rate basis, it 
is customary to limit the considera- 
tions an employer may pay at the 
rates guaranteed in the contract on 
account of past service. Usually this 
limitation takes the form of a max- 
imum and minimum amount, the 
employer always being permitted, 
however, to put up enough money to 
take care of retirements during the 
year. As further protection to the 
insurance companies it is customary 
to reserve the right to change not 
only the rate basis but also other 
provisions in the contract, such as 
the basis of return upon cancelation 
of annuity and the conditions for 
election of various options. 





Benefit Formulas 


A discussion of benefit formulas 
is more a discussion of retirement 
plans than of Group Annuity con- 
tracts, as the benefits could be fi- 
nanced by other means than Group 
Annuities. However, it is thought 
that some reference to the types of 
benefits provided, both in current 
plans and in plans made effective 
before the passage of the Social 
Security Act, might be interesting 
and accordingly Table 1 has been 
prepared showing benefit formulas 
and other features of a number of 
plans that were in effect on Decem- 
ber 31, 1936, while Table 2 shows 
corresponding data for representa- 
tive plans in effect today. 

In this connection it is appropriate 
to refer to the two systems for de- 
velopment of future service benefits. 
Under the unit purchase plan a 
specific amount of annuity is pro- 
vided for each year of service de- 
pending upon salary and a specific 
employee contribution called for. 
The employer pays the excess of 
cost of annuity purchased over em- 

(Continued on next page) 
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Group Annuities—Continued 


ployee contributions. This naturally 
varies with age of employee at time 
of purchase. Under the money pur- 
chase plan the employer and em- 
ployee contributions are fixed and 
the amount of annuity purchased 
is the balancing factor. There are 
arguments for and against both sys- 
tems, but space does not permit a 
discussion of them. 


That Group Annuity financing of 
retirement plans has made a con- 
siderable appeal is shown by the 
growth of the business. On Decem- 
ber 31, 1936 (immediately prior to 
the effective date of the Social Se- 
curity Act) in round figures the 
number of contracts then in effect 
with all companies was 700, the 
number of lives covered under such 
contracts was 422,000, and _ the 
amount of annuity at retirement pro- 
vided to date was $91,000,000. At 
the end of 1941 the corresponding 
figures were 1,500 contracts, 837,- 
000 lives, and $192,000,000 annuity. 
The premium income received dur- 
ing 1936 was $82,000,000 and in 
1941 $203,000,000. 
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United Life and Accident | 


Insurance Company 
CONCORD, N. H. 


Representatives 
have something unusual to sell. | 
Ask the man who owns a United 
Life and Accident Insurance 
contract which contains: 


1. Life Insurance 

2. Double Indemnity | 

3. Triple Indemnity 

4. Non-cancellable 
Accident Insurance 


ui 


. Waiver of Premium 


Territory Available for New Gen- 
eral Agencies in Pennsylvania 
and Delaware 


Write 


WILLIAM D. HALLER 
Vice President and Agency 
Manager 

















BORROWINGS AND 
REPAYMENTS 


OHN CITIZEN is paying off 

his personal debts at a record rate 
so far in 1942, but rising prices and 
taxes, and war bond quotas may cut 
down his repayments in the near 
future. American borrowing habits 
are being kicked all around by war- 
time conditions, according to the 
Family Economics Bureau of the 
Northwestern National Life Insur- 
ance Company. 


Policy Loans 


Repayment of money borrowed 
by its policyholders was at a record 
high rate for the first seven months 
of 1942, the company states, run- 
ning 18 per cent greater than repay- 
ments made in the corresponding pe- 
riod of 1941. 

At the same time, however, total 
number of individual loans increased 
sharply, reflecting many new and 
smaller loans, for a whole list of 
new purposes, entirely different from 
the general run of loan objectives 
in previous years. This volume of 
smaller loans reduced the size of 
the average individual loan in force 
from $332 as of July 31, 1941, to 
$301 as of July 31, 1942, the com- 
pany’s report said. 


Use of Loans 


New loans are being made to 
finance the moving of families to 
war industry areas where the bread- 
winner has taken a defense job. 
Others are being made in order to 
bring charge accounts up to date by 
the 10th of the month and prevent 
their suspension. Young women 
borrow to finance trips to see their 
sweethearts in the armed forces. 
Increased living costs and taxes are 
responsible for other loans to people 
who have not benefited by so-called 
“war prosperity.” 


Record Collections 


Department stores and personal 
loan institutions reflect the new 
trends in consumer credit brought 
about by war-time conditions. De- 
partment stores generally experi- 
enced the largest open account credit 
collections in their history in the 
first ten days of July, when govern- 
ment regulations went into effect 
requiring suspension of delinquent 





accounts. Many old charge custom- 
ers quit using their accounts ‘tem- 
porarily by suspending all buying 
until they could pay up their ac- 
counts; however, opening of new 
accounts by defense workers and 
other beneficiaries of the war pro- 
gram, and cash sales caused a less- 
than-seasonal decline in department 
store sales generally. 

Personal loan departments of 
many banks report sharply lower 
total volumes of outstanding loans, 
following record pay-offs. Auto- 
mobiles and household equipment 
such as refrigerators, oil-burners, 
etc., are fast fading out of the pic- 
ture as producers of new loans. 
Young men formerly made up a 
large proportion of personal loan 
customers because of their im- 
patience to possess things that struck 
their fancy ; millions of these poten- 
tial borrowers are now in the armed 
forces, or are expecting to be called. 


Defense Money 


Defense workers make up an in- 
creasing proportion of small loan 
customers. Many were previously 
unemployed, but with excellent cur- 
rent incomes now borrow to secure 
household equipment and other pos- 
sessions before these disappear from 
the market ; others borrow to pay off 
old debts and forestall garnishment 
or attachment of their new salary 
checks, As always, a substantial pro- 
portion of personal loans are made 
to pay up medical and hospital bills. 


AIR RAID CASUALTIES 


The Post Magazine and Insurance 
Monitor, of London, gives the fig- 
ures released by the Ministry of 
Home Security, covering civilian 
casualties due to air raids on the 
United Kingdom from the time 
heavy raids began in June, 1940 
through August, 1942, as killed 45,- 
867 ; injured 57,435; total 103,302 








ACTUARY AVAILABLE 


Fellow of Actuarial Society; 14 years 
life insurance experience; Age 35, 
deferred in draft. Now employed by 
large life insurance company. Desires 
to change position to one offering 
better prospects for future advance- 
ment. Reply Box 111. 
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of Dallas, Texas 


Validity and Enforcibility of Agree- 
ment Between Insurance Company 
and Beneficiary Leaving Proceeds in 
Company's Hands, as to Ultimate 
Disposition Thereof 


Upon death of the insured, the 
beneficiary notified the insurance 
company that the proceeds of the 
policy should remain with it under 
their option that it should pay her 
the income for life, or, for so long a 
time as she had no need of the 
principal, and after her death the 
principal should go to her three 
sisters-in-law and “if at any time 
during her lifetime she needed the 
money the beneficiary would have 
the right to withdraw it and use it 
for her own living.” 

The insurance company issued its 
“Interest Income Certificate” and 
shortly thereafter she died. Her ad- 
ministrator claimed payment from 
the insurance company of the entire 
sum. The sisters-in-law also jointly 
made claim for payment of the same 
amount. The District Court ren- 
dered its decision in favor of the 
sisters-in-law upon the theory that 
the certificate was a supplementary 
insurance contract or created a valid 
trust in their favor. 

The United States Circuit Court 
of Appeals, Second Circuit, on Jan- 
uary 16, 1942 held: 

That an agreement between the 
beneficiary and the insurance com- 
pany that the proceeds of the policy 
payable to her as such should be held 
by the insurance company, which in 
turn should pay 3% interest therein, 
together with any such annual divi- 
dends as might be apportioned by 
the company, the principal after the 
heneficiary’s death, or so much 
thereof as she had not withdrawn 
under her right to do so, to be paid 
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to persons named, was not a supple- 
mentary insurance contract since 
the insured accepted none of the 
options originally provided for, in 
any accurate or legal sense. The 
court found the agreement to be a 
new agreement between the bene- 
ficiary and the company, the right 
of the ultimate beneficiaries being 
derived therefrom and not from the 
original policy or through the exer- 
cise of the option specified therein. 
Furthermore, it was held that the 
contract did not create a trust, the 
promise of the company to pay 3% 
interest negativing such a relation 
and there being no res. MUTUAL 
BENEFIT LIFE INSURANCE 
COMPANY v. ELLIS, 125 F. 
(2d) 127. Petition for Writ of 
Certiorari denied in Supreme Court, 
April 6, 1942, (—— U. S. ——, 86 
L.ed. (Adv. 867) 62 S.Ct., 945(c) ). 


Right of Beneficiary in Life Insurance 
Policy as Against Assignee of Policy 


The insured took out a policy of 
life insurance in the sum of $5,000 
payable to his wife. Thereafter, he 
became indebted to his partner for 
moneys advanced, part of which had 
been used by the insured in the pay- 
ment of premiums on the policy. 
The insured assigned the policy to 
his partner, with the agreement that 
the partner would continue to pay 
the further premiums on the policy. 
The insured died and the insurance 
company paid the amount of the 
policy to the assignee. The assignee 
had paid out premiums amounting 
to $3,558.50 and the insured’s 
widow, the beneficiary in the policy, 
sued the assignee and the company 
for the difference between this 
amount and the face of the policy, 
relying upon the authority of Quinn 


v. Supreme Council, Catholic 
Knights, 99 Tenn. 80, 41 S.W. 343, 
and Bendet v. Ellis, 120 Tenn. 277, 
111 S.W. 795, 18 L.R.A. (NS) 114. 
The court held: 

That the insured’s widow, who 
was the original beneficiary desig- 
nated, was not entitled to part of 
the proceeds of the policy as against 
the creditor to whom the insured 
and beneficiary had assigned the 
policy, originally as collateral and 
afterward absolutely, upon the 
ground of disproportion between the 
amount received ($5,012.13) by the 
assignee from the company and the 
consideration for the assignment, 
there being no fraud in the trans- 
action, and the cost of the assign- 
ment to the assignee, exclusive of 
interest, and inclusive of the debt 
cancelled, repayment to insured of 
premiums paid by him, and pre- 
miums paid by the assignee being 
approximately $3,558.50, notwith- 
standing that at the time of the as- 
signment the insured was suffering 
from heart disease and that he died 
a few months thereafter, it appear- 
ing that had he lived four years 
longer the proceeds would have 
fallen short of repaying the as-. 
signee’s outlay. HACKNEY v. 
SHARP, Tenn. S.Ct. Jan. 19, 1942, 
157 S.W.(2d) 827, 138 A.L.R. 
1354. 


What Constitutes Total Disability 


Under Life Insurance Policy 


The provisions of a life insurance 
policy entitles the insured to total 
disability benefits in case of his 
total disability as the result of bodily 
injury preventing the insured from 
engaging in “any occupation” and 
performing “any work” for com- 

(Continued on next page) 
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Legal Spotlight—Continued 

pensation or profit. The insured 
contracted tuberculosis and gave up 
his occupation as the operator of a 
grocery store and accepted employ- 
ment as the house manager of a club, 
the duties of which did not involve 
physical exertion nor require him to 
perform any substantial part of the 
duties which he was _ performing 
when the disability arose. 

The insured made application for 
total disability payments under the 
policy, which the company denied. 
The Supreme Court of Georgia, 
affirming the decision of the Georgia 
Court of Appeals, held: 

The provisions quoted above are 
construed to mean the ordinary em- 
ployment of the insured, or such 
other employment, if any, approxi- 
mating the same livelihood as in- 
sured might fairly be expected to 
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follow, in view of his station, cir- 
cumstances, and physical and mental 
capacities. The insured who is so 
incapacitated that substantially all of 
the material activities of any employ- 
ment approximating the same live- 
lihood as the insured might fairly 
be expected to follow are reasonably 
closed to him, is “totally disabled” 
within the total disability provision 
of the life policy. The fact that he 
accepted employment as house man- 
ager of a club, which did not require 
him to perform any substantial part 
of the duties which he was perform- 
ing when this disability arose, did 
not preclude the insured from re- 
covering “total disability” benefits 
under his policy. METROPOLI- 
TAN LIFE INSURANCE COM- 
PANY v. JOHNSON, 20 S.E.(2d) 
761, affirming 18 S.W.(2d) 35, 66 
Ga. App. 520. 


HEALTH EFFORTS PAY 


oe INTINUOUS health = efforts 
pay, the Institute of Life Insur- 
ance says, citing the great reduction 
in deaths in the years since World 
War I. The death rate is today 
one-fourth smaller than before that 
war, meaning a saving of more than 
350,000 lives this year. 


LIFE BENEFITS 


OTAL life insurance _ benefits 

paid to American families in 1942 
will probably be four times the total 
paid in 1917, the average per family 
being 21% times that of 1917. 
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Acacia Mutual Life: Dr. J. R. B. Hut- 
chinson, Medical Director of the company, 
left on September 15 to accept a com- 
Lieutenant-Commander, 
U.S.N.R. Dr. Hutchinson came to the 
Acacia in June, 1930 and is the first ex- 
ecutive officer of the company to enter 
the armed forces in the present war. 
x * 

Aetna Life: Dr. Carl T. Kirchmaier of 
Nashville, Tennessee, formerly Medical 
Director of the Life & Casualty Insur- 
ance Company of Tennessee, has joined 
the Medical Department of Aetna Life 
and has taken up his duties at the home 
office in Hartford. 

According to information received 
from Vice President S. 7. Whatley, 
General Agent //. B. Alexander of Nash- 
ville, Tennessee, has formed a partner- 
ship with Assistant General Agent R. Y 
Thorpe. 


mission as 


+ @ 

Association of Insurance Company 
Buyers: At the annual meeting held 
September 29 in Hartford, Connecticut, 
the above association, which is made up 
of the purchasing agents of insurance 
companies in New England, elected J. 
Young, assistant secretary of the Mon- 
arch Life, Springfield, president of the 
association. Other officers elected were: 
J. P. Camp of the Phoenix Mutual Life, 
Hartford, as vice president; Edwin 
Johnson, Massachusetts Mutual, as secre- 
tary and William E. Lutz, Caledonian 
Insurance Company, Hartford, as treas- 
urer. 

The business of the meeting after 
the above elections was devoted to the 
maintenance of equipment under exist- 
ing conditions and substitutions for sup- 
plies no longer available. 

x * 

Atlantic Life: Robert I’. Hatcher, Vice 
President of Atlantic Life Insurance Com- 
pany, announced October 14th that Mr. 
Worley Harr has been appointed State 
Manager for the Company in Texas, 
with headquarters at 611-612 Sterling 
Building,  secaive Texas. Until August 
31, 1942 Mr. Harr was vice-president 
and a director of Shenandoah Life of 
Richmond. 

x* 

Business Men's Assurance: A license to 
transact business in the state of Massa- 
chusetts has just been granted and now 
the company is operating in 32 states and 
the District of -Columbia. Charles H. 
H!atkins, well-known general agent in 
Boston, has been appointed to handle 
the business for the company in that 
state. 

x*** 
California-Western States Life: On 
October 1 the company went on a five 
day week for the duration, according to 
NOVEMBER 
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RECENT DEVELOPMENTS 


IN THE FIELD 


an announcement by J. Lacy, presi- 
dent. The purpose of giving the em- 
ployees this extra day was to allow them 
to assist in harvesting farm products. 
The situation in California is similar to 
that in many other farm sections—labor 
shortage. At the same time an increase 
for all salaried employees earning under 
$200 per month was announced. This 
was made to help offset the rise in cost 
of living. 

x*e 
Chicago Association of Life Under- 
writers, Inc.: Earl M. Schwemm, Agency 
Manager for the Great-West Life, has 
been elected president of the Life Agency 
Managers of Chicago. FE. W. Hughes, 
Massachusetts Mutual Life, was ad- 
vanced to the vice presidency, and 
Philip B. Hobbs, Equitable Life Assur- 
ance Society, was elected secretary and 
treasurer. 

xx*«r* 
Fidelity Mutual Life: William J. Cum- 
mins has accepted an appointment as 
Supervisor of Agencies with the Fidel- 
ity Mutual. Since his discharge from 
the Army after World War I, he has 
been associated with the Edward A. 
Woods Company of Pittsburgh, and he 
held the position of Superintendent of 
that company at the time it was liqui- 
dated. 

xx*«* 
Franklin Life: Information has been re- 
ceived that Dr. Frederick Fink, formerly 
Medical Director, left September 24th 
for Washington, to report at the office 
of the Surgeon General for his assign- 
ment to active service. Paul Fellay, 
Assistant Secretary, was inducted into 
the Army also on September 24th. 

From the Atlanta Agency of the com- 

pany, Oscar L. Curry and L. E. Leaver 
both of the field forces, have entered 
the services. 

22 
General American Life: Pearce H. 
Young has just been made assistant gen- 
eral agent in the St. Louis agency, ac- 
cording to information received from 
Jack T. Lynn, vice president. Mr. Young 
has been in the insurance business in 
various capacities since 1919. 

x*«we* 
Life Insurance Company of Virginia: 
On September 4, Dr. Garland M. Har- 
wood was appointed Acting Medical 
Director to take oyer the duties of Dr. 
Ennion S. Williams, who recently re- 
signed as Medical Director and entered 
the Navy Medical Corps with the rank 
of Lieutenant (s.g.) 

xx*e 
Metropolitan Life: Leroy A. Lincoln, 
President, recently announced that the 
16,000 home office employees are invest- 










ing in war bonds and stamps at an 
average rate of 10.06% of their earnings, 


at the beginning of June, the rate of 
investment was 412%. 
Archibald C. Owen, formerly Man- 


ager of the Poplar Bluff, Missouri office 
of the Metropolitan has been transferred 
to a similar position in the District Of- 
fice at Pittsburg, Kansas. This also takes 
in branch offices at Coffeyville and Fort 
Scott. Mr. Owen will make his new 
headquarters at - oe Broadway. 
* 

Middle Aitestle pee Club: The 
Fall meeting was held on September 25, 
1942 at the Home Office of the Acacia 
Mutual Life Insurance Company, Wash- 
ington, D. C. Officers elected for the 
coming year were: President, Gilbert C. 
Clark, Assistant Actuary, Equitable Life 
Insurance Company, Washington, D. C.; 
Vice President, W”. R. Williamson, Ac- 
tuarial Consultant, Social Security Board, 
Washington, D. C.; Secretary, Miss 
Helen R. Gibson, Assistant Actuary, 
Monumental Life Insurance Company, 
Baltimore, Md. 

xk * 
Mutual Benefit Life: Dr. David F. R. 
Steuart, assistant medical director, has 
gone into active service as _ Army cap- 
tain. He is stationed at Camp Shelby, 
Mississippi. 

x*** 


Mutual Life of New York: Norman K. 
Durham has recently assumed his new 
duties as Agency Organizer in the 
Louisville, Kentucky Agency. O. F. 
Edwards has been appointed to a similar 
position in the Scranton Agency. E. K. 
Hollman has been advanced from the 
position of Assistant ‘Cashier in the 
Cunningham Agency, New York City, 
to the position of Cashier in the Taylor 
Agency. Robert C. Mason has been pro- 
moted from Supervising Assistant in the 
Des Moines Agency to Agency Organ- 
izer in South Bend, Indiana. Harold H. 
Bycott has likewise been promoted from 
District Manager and Supervising As- 
sistant to Agency Organizer in the 
Charleston, W. Va. Agency. Harold F. 
Mowry stepped up from District Man- 
ager to Supervising Assistant in the com- 
pany’s Spokane Agency. 

Henry Verdelin, Vice President and 
manager of the real estate department of 
the company, has been commissioned a 
Major in the Army of the United States, 
according to information received from 
Alexander E. Patterson, executive vice 
president. Mr. Verdelin has been as- 
signed to the Price Adjustment Board 
and will be stationed in Washington. 

(Continued on next page) 


W. J. Stinson, 
for the company, 


for 29 years inspector 
has now retired on a 
pension. Mr. Stinson joined the com- 
pany’s Bureau of Investigation in 1913 
and since 1919 has been located in the 
Chicago area. 

Arthur W. Olson, Agency Organizer 
for the company in Fargo, N. D., has 
joined the Navy as a Lieutenant and 
Henry J. Zock, supervising assistant in 
the Seattle Agency, has resigned to be- 
come an Ensign in the Navy. 


xk 


New York Savings Bank Insurance: 
During the period September 1, 1941 to 
September 1, 1942, the total amount of 
insurance in force increased $10,605,- 
539. It is now $27,013,321. The increase 
in the number of policies during the same 
period was 11,955, bringing the total to 
32,178. 
x** 


Occidental Life (Cal.): Information has 
recently been received from vice presi- 
dent V’. H. Jenkins regarding an im- 
portant development in the Mid-western 
expansion program of the company. E. 
H. Cameron was promoted from _ his 
post as Manager of the Kansas City 
branch office to become Home Office 
Supervisor, with headquarters tempo- 
rarily in Kansas City and eventually in 
Chicago. Replacing Mr. Cameron in the 
Kansas City position will be John E. 
Stocking, who takes to his post with Oc- 
cidental after more than a score of years’ 
experience in the life insurance business 
in Kansas City. 


hhhhrrroroah 
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O. D. Heise, Manager in Detroit for 
the Acacia Mutual Life, has joined the 
mid-Eastern organization of Occidental 
as General Agent at Lansing, Michigan. 
Grant M. Hudson, Sr., veteran Lansing 


General Agent, who is retiring from man- 


agerial duties, will assist as a District 
Agent. Grant Hudson, Jr., is now Life 
Manager for Lanphar Agency, Inc., Oc- 
cidental General Agents in Detroit. 

x * 
Pan-American Life: Charles E. Petty, 
a veteran of 22 years’ experience in the 
life insurance business, has been appointed 
General Agent in Monroe, Louisiana. 

x * 
Prudential: A long established custom 
was suspended recently by the company 
when it was announced by Franklin 
D’Olier, president, that women employees 
of the home office would be permitted to 
continue in their positions after marriage. 
Heretofore it had been the custom to 
employ only unmarried women. 

The announcement provides that such 
employees in the home office will be re- 
tained in their positions for the duration 
of the war and for a maximum period 
of six months thereafter. 

xx 

Scranton Life: In a successful Anni- 
versary sales campaign honoring Presi- 
dent Stevens, the agency force, on a 
written basis, produced a volume of 
business 41% over the comparable period 
of last year, and the paid business was 
30% higher during the previous Presi- 
dent’s campaign. The month of August 
showed considerable improvement in the 
lapse ratio. 
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Security Mutual: Frederick D. Russell. 
president, has made a pledge that for 
each $1,000 of new paid business during 
the month of October the company will 
invest $100 in United States Government 
Bonds. 

Norman T. Carson, agency secretary, 
has been granted a leave of absence and 
was inducted into the army on October 7 

xx* re 


The Travelers: Arthur W’. Luce, Jr., and 
James J. Cunningham have been appointed 
assistant managers of the 55 John Street. 
New York City, and the Yonkers office of 
the company, respectively. 

Three field assistants of the company’s 
life, accident and group insurance (e- 
partment have left for military - rvi 
They are Harry V. Collins, Jr., Jack ( 
Loose and John L. Ric h, from the Detroit 
Michigan, Reading, Pennsylv: ania, and 
Sacramento, California, offices respec 
tively. 

Malcolm H. Foskit and William G 
Potter have been appointed field assist- 
ants for the life, accident and group de- 
partments in the Springfield, Massachu 
setts, and the Charlotte, North Carolina. 
offices. Charles L. Ebert, recently r 
leased from military duty, has been as 
signed a similar position in the Los 
Angeles agency. Previous to his military 
service Mr. Ebert occupied the same 
position in the Cleveland, office. 

x*re 

Union Central: Vice president H’endell 
F. Hanselman recently announced the 
appointment of Clyde W. Ferguson as 
manager of the company’s Sales Promo 
tion Division. Roger W. Clark will suc 
ceed Mr. Ferguson as agency secretary 
The changes occurred due to the fact that 
Robert W. Ashbrook, former manager of 
the Sales Promotion Division, entered 
military service. 

Charles B. Knight Agency, Inc., gen 
eral agents of the company located in 
New York, advised the total paid for 
business for September, 1942 was $584, 
387. For the first nine months of this 
year the amount totaled $16,930,566 as 
compared with $14,555,059 for the same 
period in 1941, 


EMPLOYMENT 


HE number of non-agricultural 
workers employed in June 
reached a total of 41,415,000, the 
country’s highest figure, as reported 
by the Labor Department. That was 
1,940,000 more than in June of last 
year. Employment jumped 152,000 
from May to June, with war indus- 
tries accounting for 100,000 of the 
increase. Unemployment insurance 
payments in June dropped for the 
third consecutive month. However, 
some localities continue to show in- 
creasing unemployment, caused 
largely by inability to get material. 
Chamber of Commerce of U. S. 
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insurance men in 26 cities, acc 
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STATEMEN’ r OF THE TO eee E. Seott, 7616 Greenview Ave., Chicago. 
MANAGE MENT CIRCULATION, ETC. Ill.; Raymond T. Smith, 10 South L aSalle 
REQUIRED B THE ACT OF CON- Street, Chicago, Ill.; Arthur Snyder, 75 


Y 
GRESS OF AUGUST 24, 1912, of BEST'S Fulton Street, New York, N. Y.; Kathryn 
INSURANCE NEWS, LIFE E DITION, Snyder, 83 Eton Road, Garden City, N. Y. 
published monthly at Albany, N. Y., for Estate of George C. Stevens; Wm. E. Whit- 
October 1, 1942 ney, 139 Clifton Street, Belmont, Mass. 
mth, me. ¢ cute se New York, 3. That the known bondholders, mort 

setore me, a . otary ubie In and for gagees, and other security holders owning 

the State and County aforesaid, personally or holding 1 per cent or more of total 
appeared Arthur Snyder, who, having been amount of bonds, mortgages or other se- 
duly sworn according to law, deposes and = eyrities ¢ ‘ 

: P 4 es are: none. 
says that he is the business manager of on 
Best's Insurance News, Life Edition, and 4. That the two paragraphs next above, 
that the following is, to the best of his giving the names. of the owners, stock- 
knowledge and belief, a true statement of holders, and security holders, if any, con- 


the ownership, management and circula tain not only the list of stockholders and 
tion, of the aforesaid publication for the security holders as they appear upon the 
date shown in the above caption, required books of the company but also, in cases 
by the Act of August 24, 1912, embodied in Where the stockholder or security holder 
section 411, Postal Laws and Regulations, ®PPears upon the books of the company as 
printed on the reverse of this form, to wit: trustee or in any other fiduciary relation, 
the name of the person or corporation for 

1. That the names and addresses of the Whom such trustee is acting, is given; also 


publisher, editor, managing editor, and that the said two paragraphs contain state 
business managers are: Publisher, Alfred M™ents embracing affiant’s full knowledge 
M. Best Co., Inc., Executive Offices, 75 Ful- and belief as to the circumstances and 
ton St., New York, N. Y¥.: Editor-in-Chief, Conditions under which stockholders and 
Alfred M. Best; Managing Editor, Edward Security holders who do not appear upon 
J. Fitzsimmons; Business Manager, Arthur the books of the company as trustees, hold 


Snyder, 75 Fulton St., New York, N. Y. stock and securities in a capacity other 

C. Ammermuller, 79 John Street, than that of a bona fide owner; and this 
Nev Ww “York, =. £3 Mildred B. Baird, 86 affiant has no reason to believe that any 
Prospect Ave., Montclair, N. J. A. D. other person, association, or corporation 
Baker, Lansing, Mich.; Alfred M. Best, 75 as any interest direct or indirect in the 
Fulton Street, New York, N. ¥.; Walter C. said stock, bonds, or other securities than 


Betts, 414 West 120th Street, New York, as so stated by him. 
N. ; John R. Blades, 30 Church Street, eo 

New York, N. Y.; Central Hanover Bank & —_ ver 
Trust Co., New York, N. Y.; Guaranty 2 


Bank & Trust Co., Cedar Rapids, lowa; Sworn to and subscribed before me this 


William R. Higgins, Indianapolis, Ind.; nm aap otelles “ ° 

Albert M. Johnson, Goldfield, Nev.; C. B. 20th day of & ptember, 1942. - 

Kellogg, 68 Tremont Ave., Westfield, C. Obed Carlson 

N. J.; C. M. Kellogg, 615 Tremont Ave., —" : ‘ ‘ 

Westfield, N. J.; Wilhelmina H. Kellogg, NOTARY PUBLIC 

603 Tremont Ave., Westfield, N. J.; John Queens Co. Clk’s No. 328, Reg. No. 112 
McElraevy, Jr., 75 Fulton Street, New N. Y. Co. Clk’s No. 26, Reg. No. 4C18 
York, N. Y.; Paul W. Purmort, 122-24 Kings Co. Clk’s No. 238, Reg. No. 4014 
West Main Street, Van Wert, Ohio; Alfred Commission expires March 30, 1944 


Nationat Eourry Lire Insurance €o. 


A Progressive Company Operating In The South 


Exceptional Agency Opportunities For Men Who Can Qualify 
LITTLE BROCh, ARhMANSAS 
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The Columbus Mutual 


Offers— 


First—Low Cost Insurance to Sell. 


Second—Liberal Commissions for Selling It. 


(An Unusual Combination) 


Third—Ideal Working Conditions. 


Vested Renewals — 


Unrestricted Territory— 


Automatic Promotion— 


Equality of Opportunity— 
The Right to Build Your Own Agency— 


COLUMBUS MUTUAL LIFE 
COLUMBUS, OHIO 


Ll | | 
YOUR INSURANCE GUIDE 
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—and protection is 
BEST'S INSURANCE 


GUIDE WITH KEY RAT- 
INGS. Shows, at a 
glance, policyholders 


and financial ratings 
(based on latest finan- 
cial statement), five- 
year financial and 
underwriting exhibit, 
five-year comparative 
distribution of assets, 
lines written and where 
written, and much other 
vital data on all stock, 
mutual, reciprocal and 
Lloyds fire, casualty, 
surety and marine do- 
mestic and foreign in- 
surance companies op- 
erating in the U. S. 


Cost—only $5.08 a copy. 


ALFRED M. BEST CO.., 
INC. 


75 FULTON STREET 
NEW YORK, N. Y. 








FAMILY GROUP—Continued from page ||. 


the “savings” statement in the preceding reference but 
it is more likely that the “savings” in very large propor- 
tion are derived from the numerous restrictive pro- 
visions in the policies. 


Restrictions 


A hasty reading of some of the literature and the ad 
vertising might lead some to helieve that the policics 
provide $1,000, $2,000 and $3,000 in benefits in ail 
cases. This is far from the truth. A moment's thought 
even by a casual reader should bring out an apparent 
contradiction in this form of policy. /t promises for th. 
same monthly premium of $1.00 to insure all families, 
whether there are five or ten lives to be insured. \n 
fact, if in a family of five, the payment for natural 
death between ages 41-50, is $150, in a family of ten, 
the payment would be only $75. 

We shall now consider a few of the restrictive provi 
sions of these policies taken at random from several 
they follow a more or less uniform pattern. The fol 
lowing table, or a somewhat similar one, as a rule takes 
up a very prominent place on the first page of each 
policy : 


Table of Benefits for Monthly Premium of $1.00 


Natural or Ordi- 
Attained nary Acci- 
Age dental Death 
Up to 40 years $1,000.00 
4 


Auto Acci- 
dental Death 
$2,000.00 


Travel Acci- 
dental Death 
$3,000.00 


1 to 50 years 750.00 1,500.00 2,250.00 
51 to 56 years 500.00 1,000.00 1,500.00 
57 to 62 years 300.00 600.00 900.00 
63 to 68 years 200.00 400.00 600.00 
69 to 75 years 100.00 200.00 300.00 


Benefits for ages under 5 are graded downward. 


It is then usually stated, in substance, that the 
amount payable upon the death of any of the persons 
insured shall be the amount set out in the table tor the 
attained age at death divided by the number of persons 
insured in the family group. /t is readily apparent, there- 
fore, that in order to collect a total of $1,000 from 
natural or ordinary accidental death, it would be neces- 
sary that all members insured by the policy be under 40 
years of age and over 5 and that all die at the same time, 
but even this is not the whole story. In most of these 
contracts will be found a clause limiting the liability of 
the company during the first two years. The clause usu- 
ally reads somewhat along these lines: “/f death occurs 
from any heart, kidney or liver disease, tuberculosis, 
diabetes, cancer, hypertension, arteriosclerosis, or any 
of such diseases is a contributing cause of death of any 
insured ... then the company’s liability is limited to the 
premiums paid.” The “Causes excluded” are probably 
responsible for about 59% of the deaths in a representa- 
tive group. This is a close estimate made of a group of 
actual deaths by causes. One’s imagination need not be 
employed to supply the conditions precedent to the pay- 
ment of $2,000, or the “jack-pot”’ of $3,000. 

An illustration following shows how the benefits 
would operate for a family of five. 
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Benefits for “Natural” Death, if Policy is Continued ** 


Age at 

Issue Ist Year (a) 5th Year 10th Year 20th Year 
saby 2 $80 $200 $200 $200 
Sc m 1 1 200 200 200 200 
Mother 37 200 150 150 60 
Father 39 200 150 150 60 
Grandpa 66 40 20 0 0 


** Double payments for auto and triple payments for travel 
accidental death are couched in careful language and are by no 
means all inclusive (See “Restrictions” above). 

(a) Payments during first two policy years subject to restric- 
tions covered elsewhere in this article. 


Obviously, since the amount payable under the certifi- 
cate is the amount set out in the table opposite the at- 
tained age of the insured at death, divided by the num- 
ber of persons insured by the policy, the amount 
collected could only in a few remote cases amount to 
$1,000 for natural death. The restrictions stand out in 
their true light when placed in tabulated form. All of 
the following conditions must be met before the $1,000 
would be payable. These restrictions are not empha- 
sized in the advertising : 

1. The entire family must die ; 

2. The entire family must die at ages between five 
and forty, including grandpa ; 

3. The entire family must die after the policy is two 
years old (to annul restrictions on “causes” of 
death ) ; or 

4. Within two years from causes which are 
cluded by the modified liability provision. 


not ex- 


Here are the conditions which must be met before 


$3,000 would be payable for travel accidental death: 


1. The entire family must meet violent and accidental 
death at the same time ; 

At the stipulated a 
Ww hile riding as fare- paying passengers ; 

. Within the enclosed part of any street car, ele- 
vated, subway, or train; 

As the result of the wrecking or damaging of the 
conveyance ; 

6. The death of all must occur within 30 days from 

the date of the accident ; 

7. Independently and exclusively of any disease. 

Some of the advertising states that $1,000 is payable 
at death from natural causes. The word “death” as 
used is singular. The policy would not pay $1,000 for 
a single death because we have shown that the entire 
family group must die, under “long odds” conditions, 
before the maximum is recognized as a liability. 

We are informed that recently some companies em- 
ploying these. forms have submitted a new Family 
Group policy which is an improvement in some minor 
respects but the new forms are still complicated and con- 
fusing to the average buyer of this type of insurance. 


wn 


uw 


Contested Claims 


Because of the many restrictions in this type of cer- 
tificate and lack of understanding by the insureds, there 
seems little doubt but that a great many claims are not, 
from the beneficiary’s viewpoint, satisfactorily settled. 
We came into possession a short time ago of some 
Family Group claim statistics covering a period of three 

(Continued on next page) 


NOVEMBER I, 1942 





\) 








Throw Your Scrap 
Into The Fight 


Scrap metal is vital to our war effort. 
For scrap is essential to the production 
of steel, and without a maximum steel 
production we cannot win this war. 

Therefore, it is essential that every- 
one search every inch, every corner of 
their homes, plants, factories, farm 
yards, and back yards—and collect 
every ounce of scrap metal. Your 
pound of scrap may make the differ- 
ence between victory and defeat. So 
let’s clean up the enemy by cleaning 
up the scrap. 
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ISAAC MILLER HAMILTON 


WORKING WITH FEDERAL 


One of the joys of the medium size 
insurance company is the pleasure of 
working with the men in the field. 


And the field man works with and not 
for the company. He is not a more or 
less anonymous letter or number in 
a file, but a friend and associate 
with whom we enjoy frequent personal 
contacts. 


at 
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LIFE INSURANCE COMPANY 


hairman President 


CHICAGO 


L. D. CAVANAUGH 
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SAY IT WITH FACTS! 


“BUILD YOURSELF— 
BUILD YOUR BUSINESS” 


Five representatives appointed to our General 
Agency Staff within the past few years joined The 
Old Line Life’s ranks as ‘‘buck privates.” Average 
age of these General Agents is 33 . . . average length 
of service, 4 years. 


These facts demonstrate the possibilities of success 
when your contract is geared to a practical training 
course in fundamentals, an advanced course on sell- 
ing, coupled with an Agency-Minded management. 


If you are ambitious to build yourself and build 
your business, The Old Line Life offers unlimited op- 
portunity. 


Write today regarding available territory in Illinois, 
lowa, Michigan, Minnesota, Ohio and Wisconsin. 


oinysrbi 


-. /asurance Company of Amernca 


HOME OFFICE MILWAUKEE VIS 





“a Swat at TS 








Life @ Accident © Health @ Hospital 


33 Years of Progress 


ROCKFORD LIFE 
INSURANCE COMPANY 


ANNOUNCES 
NEW AND ATTRACTIVE POLICY FORMS 
NEW PLANS FOR AGENTS 


ATTRACTIVE TERRITORIES OPEN IN 
ILLINOIS, IOWA AND THE MIDDLE 
WESTERN STATES 


Home Office 
ROCKFORD, !LLINOIS 
FRANCIS L. BROWN, President 








FAMILY GROUP—Continued 


months, and these are quite revelatory. Out of the total 
number of family claims reported the company had no 
liability other than the return of premiums on about 
70% of the cases; the company admitted full liability 
on less than 15% of the claims; and reported about 
15% as unadjusted claims in the “Insufficient Prow{” 
classification. Out of the total claims reported the 
company actually paid on the average less than $25 
per claim! Here one can actually see the policy “re- 
strictions” getting in their deadly work. 


Assessment Feature 


There are, of course, exceptions but many of the 
companies offering Family Group via the mail or the 
radio are assessment concerns. Tucked away on an in- 
side page of the certificate issued by such a concern 
will be found a warning that assessments, in addition 
to premiums, may be levied to meet losses or expenses 
or to maintain reserves. It is then added that if these 
contributions are not forthcoming from the policyholder 
they will be charged as an indebtedness against the tabu- 
lar reserve, and if the indebtedness exceeds this reserve 
then the policy shall cease with no further liability to the 
insured or the company. 


Conclusions 


From the foregoing it appears that much dissatisfac- 
tion exists because of the issuance of these limited cov- 
erage Family Group policies. The causes of this seem 
to be quite clear and apparently the situation has come 
to the point where curative measures should be taken 
in respect thereto. To most people life insurance is just 
life insurance, and when one buys a policy with the 
expectation that his beneficiary will receive say $1,000 
at his death and it turns out that the beneficiary receives 
only a fraction of that amount, one would have a nat 
ural tendency to classify insurance in an unfavorable 
category. There is no doubt that such a condition can 
spread and do great harm to the life insurance business 
as a whole. The dike creating the reservoir of good 
will has been steadily built by the life insurance business 
over a long period of years. While this problem may 
only be a little hole in that dike, such holes tend to 
become larger unless taken care of with dispatch. 

Few suggestions of positive corrective value have 
been advanced regarding the situation, although some 
attacks have been directed against this particular form 
of insurance. State supervisors are conscious of the 
misunderstanding that exists and remedial devices 
are under consideration. It is clear that advertising 
and the use of public announcements over the radio 
cannot be barred to companies issuing Family Group 
insurance, and at the same time permitted to others. 
The proper use of advertising is logical and sound and 
some of the greatest companies in America use these 
media in soliciting business. Perhaps the solution lies 
in the altering of that form of sales technique which on 
its face could be misunderstood, or misinterpreted, by 
the average person who is not an expert on insurance 
matters. 
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ON COMPANIES AND ASSOCIATIONS 





ACACIA MUTUAL 


Extra Compensation For Agents 


President Montgomery has announced that for the 
duration of the war period a special additional allow- 
ance would be paid to Acacia field men. This allow- 
ance will be at the rate of 74%4% of the total first year 
commissions paid, will be granted to all men producing 
at the Quality Club rate, and will be retroactive to 
July 1, 1942. 

This war-time allowance will accomplish three pur- 
poses. First, it will help the men in the field meet the 
increasing cost of living, increasing taxes, etc. Second, 
it will help and encourage every field man who is con- 
tributing so materially to the winning of the war, not 
only through the economic effect of the insurance he is 
selling but through the sale of war bonds and in civilian 
defense activities. Third, it will give recognition to the 
work Acacia field men are doing in looking after the 
business left behind by the agents who have gone into 
the Armed Services so that these men, when the war 
is over, can return to Acacia and take up their work 
where they left off when they went away. 

Acacia’s agency contract, Mr. Montgomery pointed 
out, now provides for a bonus based on volume and 
quality which is paid on March 31st and September 30th 
each year. The extra war-time allowance will be paid 
on December 31st and June 30th, so that Acacia field 
men during the war period will receive added compen- 
sation every quarter. 


Business Up 


Mr. Montgomery at the same time announced that 
Acacia’s paid-for business for September of this year 
exceeded the production record last September. In 
spite of the fact that a number of Acacia field men 
have gone into the Armed Services and into war in- 
dustries, the company’s paid-for business for the first 
nine months of 1942 is 6% greater than for the same 
period last year, and the business in force has crossed 


the $460,000,000 mark. 


AMERICAN MUTUAL 
Gains 


Recording the second largest month’s production this 
year, September new paid for business of the American 
Mutual Life Insurance Company of Des Moines, Iowa 
showed a gain of 37 per cent over the same month in 
1941, Harry S. McConachie, vice president and super- 
intendent of agents, announced. 
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ATLANTIC LIFE 


Examination Favorable 


The Atlantic Life Insurance Company of Richmond, 
Virginia has been examined (Association) as of De- 
cember 31, 1941 by the Insurance Departments of 
South Carolina, Tennessee, and Virginia. The results 
of this examination did not show any appreciable differ- 
ence from the facts contained in the 1942 edition of 
Best’s Life Insurance Reports except as hereinafter 
noted. 

It was noted that the assets were reduced by $106,346 
and that the examiners also deleted the bond reserve 
for this amount in the “Liabilities” side of the ledger. 
This was brought about by including in “non-admitted 
assets” the amount mentioned, representing the differ- 
ence between “book” and ‘market’ values of seven 
bonds not subject to amortization under the N.A.I.C. 
rules. As indicated the company had carried a reserve 
of this entire amount, as a result of which surplus re- 
mained unchanged on this account. 

In early 1942 the new owners (C. W. Murchison 
and T. L. Wynne, of Dallas) made a contribution to 
the company of $50,000 in cash and $250,000 in bonds 
of the Southport Petroleum Company. This latter com- 
pany is also controlled by Messrs. Murchison and 
Wynne and the bonds are not traded in by the public. 
The Board of Insurance Commissioners of the state 
of Texas has advised that other bonds of this same 
issue now deposited under the “Registered” policy 
statutes of that state, which require the valuation of 
such deposits at market value, are held by the Board at 
par. The bonds mature in 1943 and 1944 and interest 
payments have been received as they became due. This 
transaction is not reflected in the examination state- 
ment as it occurred after the year end. 

During the year 1942, the Atlantic Life engaged in 
a series of transactions with the Saxet Apartment Com- 
pany. In so doing it disposed of some foreclosed prop- 
erties and received in payment cash and lots in Green- 
way Parks Subdivision, Dallas, Texas. In turn and 
at the direction of the Saxet Apartment Company, the 
Atlantic Life deeded the properties direct to a third 
party and paid over the proceeds from such sales to 
the Saxet Apartment Company. This Apartment Com- 
pany is owned by the Reserve Loan Life Insurance 
Company, which is in turn controlled by the same 
interests that own the Atlantic Life Insurance Com- 
pany. The examiners’ analysis of these transactions 
follows: 


Cash Sale Book Value of 
Price Received Cash Received Lots Received 
by Saxet by Atlantic by Atlantic 


$47,950.00 $375.36 $83,246.40 


Book Value 
of 


Atlantic Property 
$96,782.96 
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Edited TO and FOR BROKERS 


@ FRIENDLY-HUMAN-NEIGHBORLY 
GOOD MATURED. . . « «ee 


Issued about once a month to develop closer 
fellowship with General Insurance Brokers. 


ARE YOU GETTING IT? 


If not, phone or write your General Agent. 
He will be glad to put you on his mailing list. 


State Mutual Life Assurance Company 


of Worcester, Massachusetts 


Incorporated 1844 


ttet Letina 








Proper we 


Superior weapons will 
give the power to win 
this War—and by the 
same measure, the 
weapon of “Perfect Protection” 


is giving Oc- 
cidental men power to close sales. This Plan 
of income protection pays for disability from 
the very first day, irrespective of cause. This 
feature, coupled with other streamlined con- 
tracts, enables Occidental men to present 
“Insurance that is different.” 


QccipENTAL 2 


INSURANCE AL L 
° LAURENCE F. LEE, PRESIDENT ° 
RALEIGH, NORTH CAROLINA 


apons give 
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ATLANTIC LIFE—Continued 


The Commissioner of Insurance of Virginia has been 
assured that, after present commitments have been 
satisfied, no further transactions of this nature will be 
made between Atlantic and Saxet without the consent 
of the Virginia Bureau of Insurance. 

On April 16, 1942, a loan of $185,000 was made to 
Guardian Oil Company, a Delaware corporation, se- 
cured by gas and oil leases in Rapides and Avoyelles 
Parishes, Louisiana. As of July 31, 1942, $79,479.61 
had been advanced to the borrowers on this loan. From 
the information furnished by the examiners, it is indi- 
cated that no further loans of this nature will be made 
without the consent of the Virginia Bureau of Insu 
ance. 

"Service" Insurance 

The Atlantic Life Insurance Company of Richmond, 
Virginia, has announced an increase in its limits of ac 
ceptance of life insurance on Commissioned Officers of 
the Army and Navy to $10,000 on life and endowment 
plans, excluding flying and submarine personnel. The 
war clause used excludes death outside of the Conti 
nental U. S., District of Columbia and Canada, but 
the company feels this does not represent a barrier to 
the sale of this type of business as it will provide full 
protection while in this country. 


CENTRAL LIFE (lowa) 
La Salle Hotel 

The Illinois Life Fund, under the management of 
the Central Life Assurance Society, Des Moines, re- 
cently sold the La Salle Hotel to Avery Brundage with 
whom the La Salle Hotel Company (owned by the 
Illinois Life Fund) leased and operated the hotel. The 
sales figure for the hotel is reported to be in the 
neighborhood of $2,000,000, a substantial amount being 
paid down and the balance to be paid over a period of 
fifteen years. The Illinois Life Fund is holding a first 
mortgage lien against the property. Federal Judge 
Holley, under whose supervision the Illinois Life Fund 
is operated, approved the transaction September 29th. 


CONSERVATIVE (W. Va.) 


Examination Favorable 


The Conservative Life Insurance Company, Wheel- 
ing, West Virginia, has been examined (Association) 
as of December 31, 1941, by the Insurance Departments 
of Michigan and West Virginia, and the report of the 
examiners is favorable to the company. The examiners 
found the statement filed by the company to agree with 
their own report except that assets were reduced 
slightly to $8,220,298 and surplus to $841,312 through 
minor adjustments. 
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in conclusion the examiners stated “This examina- 
tion indicates that the Company has continued to main- 
tain a sound financial condition, and its affairs are ably 
and conservatively managed. The assets are amply liquid, 
conservatively valued and the surplus funds are being 
invested in securities providing a high degree of safety. 
It is believed that the foregoing financial statement 
makes adequate provision for all known liabilities. It 
appears that claims are handled expeditiously and policy 
provisions interpreted with a high degree of fairness. 
The Company carries out its obligations to policyholders 
and claimants in an equitable manner.” 


EMPIRE STATE MUTUAL 


Examination 


The Empire State Mutual Life Insurance Company, 
Jamestown, New York, was examined by the Insurance 
Department of the state of New York as of December 
31, 1941, the examination being dated September 1, 
1942. The report of the examiners in general was favor- 
able to the company. Several adjustments were made 
in the financial statement filed by the company and 
reproduced in Best’s Life Insurance Reports, as fol- 
lows: Income was increased to $556,347 ; disbursements 
were verified at $383,561 ; assets increased to $988,838 ; 
surplus was reduced to $110,124, but the extra reserve 
for excessive mortality on old business of $84,341 was 
continued by the examiners. They reported this special 
reserve as a liability and stated that it is not a part of 
surplus. It represents a special reserve which has been 
computed by adding $6,000 each year to cover a possible 
excessive mortality on the old level rate insurance 
written by the company during the period 1906-1931 
while it was operating as an assessment society. In 
referring to the life insurance operations of the com- 
pany, the examiners remarked that policies are now 
valued on the American Experience 34%9% Illinois 
standard basis, and since, under present conditions, an 
interest rate of 34%2% is too high, they recommended 
that the company give consideration to reducing the 
interest rate to 3%,-and to adopting a modern mortality 
standard. : 


Concluding Remarks 


In concluding their report the examiners stated that 
the financial statement indicated that the company is in 
a sound financial condition; the company’s yield from 
investments in common with all other insurance com- 
panies, has shown a downward trend amounting to 
2.95% in 1941 as compared with 3.43% in 1939. Dur- 
ing 1941 the company absorbed by reinsurance the 
entire business of the St. Lawrence Life Association. 
The examiners noted that this acquisition accounted to 
a great extent for the increase in surplus during 1941. 

To maintain and improve its surplus, the company 
officials, according to the examiners, are faced with the 
problem of a high lapse ratio and excessive acquisition 
cost. This will require careful study and remedial meas- 
ures, 
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Successful Business 
Doesnt Just Happen 


(reading time 50 seconds) 


A successful insurance business doesn’t grow by 
itself. Back of every successful agency is a suc- 
cessful company connection, back of every 
successful company is a successful agency organ- 
ization. 

This factor, more than any other, is essential to 
the development of a satisfactory insurance busi- 
ness. Neither agency nor company can reason- 
ably expect to build a successful, growing busi- 
ness in the face of modern corapetition without 
this partnership attitude. 


The growth and development of Continental 
Assurance are evidence of the soundness of this 
business principle. Continental Assurance—one 
of the leading life insurance companies—has 
grown because it has worked with its producers 
in a spirit of closest personal cooperation. 


Perhaps Continental Assurance facilities, backed 
by Continental cooperation, is the answer to 
your agency problem in ’42—or any other year. 


Nationally ‘Known for 
Strength and Growth 





ra f dial 


ASSURANCE COMPANY 
CHICAGO, ILLINOIS 


Affiliated with 


CONTINENTAL CASUALTY COMPANY 
TRANSPORTATION INSURANCE COMPANY 
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In a nation blessed with bounty, scarcity may 


come hard to many of us. Even to the heedless, 
it will invite reflection. 

Thus to many a father, the meatless days, the 
scarcity of this, the lack of that, will raise the 
vision of what real want might mean to his family. 

It should be easier than ever to persuade men 
to the comfortable security of "Bounty Ahead", 
through life insurance. 
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OUR 
GENERAL 
AGENTS 


are receiving 


1. Liberal First Year and 
Renewal Commissions. 

. Organization Allowances. 

- Office Allowances. 

. Agency Development 
Funds. 

. Persistency Bonuses. 

. Trained Field Supervi- 
sion. 

. Prize Winning Sales Ma- 
terial. 

8. 1942 Merchandise. 

If YOU are interested in this kind of com- 
pensation and cooperation for high grade 
performance, write 


H. S. McCONACHIE 
Vice Pres. & Supt. of Agents 


~I awn wh 


IN 1897 


“Des Moines ,.lowa 





















FORESTERS (Women’s Order) 


Executive Changes—Examination 


At a recent meeting of the High Trustees of the 
Women’s Catholic Order of Foresters, Chicago, thie 
following officers resigned: High Chief Ranger, Mrs. 
Mary E. Murphy; Vice High Chief Ranger, Fannie 
Miller; High Chief Secretary, Anna E. Phelan; High 
Chief Treasurer, Alice M. Prim. Subsequently, Miss 
Alice M. Prim was elected High Chief Ranger. Changes 
were made in the Trustees but the details are not avail 
able at present. 

A recent examination by the Insurance Department 
of Illinois found the Society to be in a solvent condition. 


FRANKLIN 
Gains 


In a report for the first nine months of 1942 as 
compared with the same period of last year, the Frank- 
lin Life Insurance Company, Springfield, Ill., shows 
progress. An increase in ledger assets during the last 
nine months of $4,351,782 is reported bringing the 
total current assets to a point exceeding $51,000,000. 
First year premium income has likewise an increase 
with a gain of $56,053 over the same period last year. 
Renewal premiums, too, showed improvement, the 
total being $4,422,743 as compared with $3,968,729, an 
increase of $454,013. 

Volume of surrenders reflects a favorable condition 
with a decline of about 6% from last year. Mortality 
for the nine months stands at 41.3%, a decrease of 8%. 

At a series of regional meetings of its sales force, 
the Franklin Life Insurance Company introduced a 
new Lifetime Disability Income contract to be sold in 
conjunction with life policies. The new contract, de- 
signed to replace income where the ability to earn is 
destroyed by accident, illness or death, is offered to 
make available complete protection in a single package. 


HEARTHSTONE LIFE 
To Be Reinsured 


Because of present and future uncertain business 
conditions, the State Life Insurance Company of In- 
dianapolis, Indiana and the Hearthstone Life Insur- 
ance Company, of the same city, have completed ne- 
gotiations, as a result of which the Hearthstone Life 
business will be reinsured in the State Life subject to 
approval of the insurance officials concerned. The 
State Life will reinsure all of the outstanding business 
of the Hearthstone and the latter company will be 
liquidated. Mr. Frank P. Manly, President of the 
Hearthstone Life, will take a position with the State 
Life, presumably to supervise the Hearthstone business 
reinsured. It is expected that the transaction will go 
through very shortly. 
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IMPERIAL (N. C.) 
Ek Dies 


\ugust W. Ek, secretary and one of the founders of 
the Imperial Life Insurance Company of Asheville, 
North Carolina, died at his home on October 1. 

Mr. Ek, a native of Sweden, came to America as a 
boy of 17 and was unable to speak English at that 
time. He soon learned the language, however, and at 
first was affiliated with the Life Insurance Company 
of Virginia. With four other men, he organized the 
Imperial Life Insurance Company, which began busi- 
ness in 1905. 


JEFFERSON STANDARD 
Gains 


Sales figures for the Jefferson Standard Life In- 
surance Company, Greensboro, N. C., show a total of 
$35,000,000 in new business for the first nine months 
of 1942. Insurance in force now stands at $465,000,000. 
The company has made a net gain of $50,000,000 in 
life insurance in force during the past 24 months. 

Lapses continue to decrease, the actual volume of 
business going out of force during the past nine months 
being $2,300,000 less than for the same period in 1941. 


LIBERTY (S. C.) 
Stock Dividend 


On October 7th, the authorized capital of the Liberty 
Life Insurance Company, Greenville, S. C., was in- 
creased from $400,000 to $500,000 and concurrently a 
25% stock dividend increased paid-in capital to the 
full authorized amount of $500,000, effective October 
31, 1942. 


METROPOLITAN 


More Governments 


The Metropolitan Life Insurance Company, New 
York, has a total of $1,484,946,525 invested in United 
States Government bonds, according to a report made 
by Leroy A. Lincoln, president of the Company, to all 
\gency and Clerical personnel in the Company’s Dis- 
trict Offices. In addition the Metropolitan holds $113,- 
672,000 of Canadian Government bonds. 

Almost half of these United States bonds were pur- 
chased since 1940. Mr. Lincoln reports $129,750,000 
f the bonds were purchased in 1940; $168,340,000, 
from January 1, 1941, to December 7, of that year ; and 
$386,660,800, between December 7, 1941, and Septem- 

(Continued on next page) 
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Spinning Wheel 


Williams’ Wartime Readjustments 


For its new 1942-43 national magazine advertising, 
New England Mutual has retained the outstanding car- , 
toonist, Gluyas Williams, to depict in his inimitable 
way a series of “Wartime Readjustments” on the home 


tront. 
* 


Offering a welcome change of pace from the grimmer 
news of the day, the illustrations are already creating 
an unusual amount of reader attention and a favorable 
background for the messages, which are entirely serious. 


In brief, each ““Wartime Readjustment” will point 
the way to sacrifices which can indirectly furnish the 
finances for the purchase of life insurance . . . and each 
will develop certain features of the New England Mu- 
tual contract which provide the answer for the prospec- 
tive buyer who hesitates to make a long-term commit- 


ment. 
e 


The advertisements, the first of which you have 
probably already seen, will appear at regular intervals 
in The Saturday Evening Post, Time, Newsweek, and 
in the alumni publications of two dozen prominent col- 
leges and universities from coast to coast. In this latter 
group, the practice will be continued of listing names 
of agents in their own college magazines. 


New England Mutual 
Lyé Insurance Company @& of Boston 


FIRST MUTUAL LIFE INSURANCE COMPANY CHARTERED IN AMERICA-1835 
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HEARD IN A BLACKOUT 


SURE, I’M MAKING MORE MONEY... 
BUT | HATE TO THINK OF WHAT MY 
FAMILY WOULD BE UP AGAINST IF 

ANYTHING HAPPENED TO ME. 


WELL, SIR, I'VE GOT RELIANCE 
LIFE’S PERFECT PROTECTION* 
AND I'M NOT WORRYING ABOUT 
A THING 


*PERFECT PROTECTION .. . the Reliance 
Life policy that covers all risks. Today, when 
time is so much more valuable—and requires 
so much more protection—this always-popular 
life policy is a greater favorite than ever. Bene- 
fits are paid at death or retirement . . . to provide 
income in case of disability . . . to pay bills 
caused by accident or sickness. Get the whole 
story from the nearest Reliance Manager, or 
write to 


RELIANCE LIFE 
INSURANCE COMPANY OF PITTSBURGH 
Farmers Bank Building Pittsburgh, Pa. 




























| 
| 











SECURITY 


Once upon a time agents sold in- 
surance. Today, they sell future se- 
curity and freedom from worry. To 
do this they must have fo oe 
in their company, belief in their 
work and sound Yoith in their own 


future. ATLAS agents are that kind. 





Excellent territory available in Ar- 
kansas, California, Kansas, Mis- 
souri, Oklahoma, Oregon and 
Texas. Write today to Joe E. Karr, 
Manager of Agencies. 













} Company 
JOHNSON D. HILL, PRESIDENT TULSA, OKLAHOMA 
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METROPOLITAN LIFE—Continued 


ber 25, 1942. During 1942 the Metropolitan will have 
invested in United States and Canadian Government 
bonds about 85 per cent of its net new investments. |n 
relation to the Company’s increase in assets, it may be 
said that well over 100 per cent thereof will have been 
invested in United States and Canadian Government 
bonds, Mr. Lincoln announced. 


MUTUAL LIFE 


Non-Medical Privilege Doubled 
Juvenile Coverage Broadened 


Prompted by increasing difficulties in securing medi- 
cal examinations because of the demands made upon 
the medical profession by the war effort, and by the 
desire to maintain and enlarge its wartime service to 
the insuring public, The Mutual Life Insurance Com- 
pany of New York has extended to $5,000, from $2,500, 
the amount of insurance it will write without medical 
examination, it is announced by Leigh Cruess, Vice 
President and Manager of Selection. This liberalization 
is also in keeping with the current difficulties of trans- 
portation. 

The announcement of the liberalization of non-medi- 
cal limits closely follows the company’s decision to 
write juvenile insurance beginning with day of birth. 


Details 


Persons aged 6 to 40, inclusive, who are citizens of 
the United States, are eligible for the extended non- 
medical insurance under all of the company’s plans 
except Preferred Risk Modified Life, Term, Double 
Protection, and Survivorship Annuity, the company 
states. Both Double Indemnity and Waiver of Premium 
Benefits are available under the plan. Also, non- 
medical insurance will be considered in the cases of 
persons in hazardous occupations provided the occu- 
pation does not call for an extra premium in excess of 
$3.50 per $1,000. The $5,000 maximum amount of 
insurance issued on the non-medical basis is to include 
any amount previously issued on this plan. Other- 
wise it is limited only in the case of married women 
where the maximum is $2,500, and in the case of 
applicants in those few states which do not permit 
non-medical insurance for as much as $5,000. 

Under ordinary circumstances, non-medical insur- 
ance will be available in cases where neither the ap- 
plicant’s residence or business location is in a town 
of over 25,000 population which also is not part of a 
larger metropolitan area. However, the company may 
extend the non-medical privilege in exceptional in- 
stances where the population exceeds this figure and 
where it is convinced the local circumstances as re- 
gards the difficulty of obtaining medical examinations 
justify such an extension. In cities of less than 25,000 
which are part of a larger metropolitan area and where 
conditions are such that satisfactory non-medical ex- 
perience could not be expected, the privilege may be 
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withdrawn. In all cases, the company reserves the 
right to call for a medical examination if circum- 
stances indicate the desirability of doing so. 


Service Death Claims 


The Mutual Life Insurance Company of New York 
has set up a comprehensive procedure to speed the 
payment of death claims on its policyholders in the 
armed forces of the United States and Canada, it is 
announced by J. Roger Hull, Vice President and Man- 
ager of Agencies. The procedure covers deaths among 
policyholders overseas, deaths which occur in camps 
in this country, claims concerning policyholders re- 
ported missing in action, and deaths among policy- 
holders who are prisoners of war. 

Under the new procedure, each Mutual Life manager 
is asked to notify the Home Office as soon as notice of 
death in the service comes to his attention. He is to 
advise the Home Office whether the insured died while 
in the armed forces of the United States or Canada; 
state the insured’s rank, the organization of which 
he was a member, together with his service number, 
if possible; and submit any newspaper clippings which 
may be available. 

In the case of deaths overseas, original letters, 
official notices of death, telegrams, and any other 
evidence received by beneficiaries (either originals, 
photostats, or notarially attested copies) are to be 
forwarded to the Home Office with claimant’s cer- 
tificates. 

When deaths occur at camps in the United States, the 
Company prefers statements of attending physicians 
but will accept certified copies of death certificates. 
Where interments take place at the homes of service 
men, notarially attested copies of transit permits ac- 
companying bodies will also be accepted in place of 
physician’s statements, provided they are sufficient 
from the standpoint of identification and state the 
cause of death. 


Missing and Prisoners 


When notified by a manager of a policyholder re- 
ported missing in action with the Navy, the Company 
communicates immediately with the Bureau of Medi- 
cine and Surgery, stating its interest in the case and 
asking that this interest be noted on the Bureau’s 
records. In this way the Company is notified at once 
when the policyholder is declared officially to be dead, 
or is located alive. Procedure in connection with those 
reported missing in action with the Army has not as 
yet been decided upon by Army authorities but is ex- 
pected to be quite similar to that of the Navy. 


When the Company receives information concerning 
the death of a policyholder while a prisoner of war, 


it communicates with the Office of the Provost Mar-" 


shall General, attention War Information Section, War 
Department, Washington, D. C. The Provost Mar- 
shall’s Office in turn obtains the necessary information 
from the International Red Cross at Geneva which is 
the clearing house for names of prisoners of war on 
both sides. 
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SAILING AHEAD 


New and liberal agent’s contracts 
are available in Virginia, West 
Virginia, Maryland, the Caro- 
linas and Tennessee where in- 


dustrial expansion has brought 
multitudes of highly paid tech- 
nical workers to the Atlantic 


Life agent’s very door, and 
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where farm income has increased 


many-fold. 
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ATLANTIC 
LIFE INSURANCE COMPANY 
RICHMOND - VIRGINIA 


The oldest Southern Company writing 
ordinary business exclusively 
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“Id Like Your Advice...’ 


How often men (and women), con- 
templating some important business 
change, seek the advice and judgment 
of a man of broad vision and business 
experience. 


Such men—more than 90,000 of them 
throughout the Middle West—read the 
Chicago Journal of Commerce daily. 
They look to it for the daily information 
upon which to base their decisions. 


Chicago 


Sournal of Commerce 


“The Central West’s Daily 
Business Newspaper” 
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NATIONAL EQUITY 


Examination Favorable 


The National Equity Life Insurance Company of 
Little Rock, Arkansas, has been examined (Associ 
ation) as of December 31, 1941, by the Insurance D 
partments of the States of Arkansas, Mississippi and 
Oklahoma, and the report of the examiners is favo: 
able to the company. The statement prepared by the 
examiners verified the company’s report which was 
published in Best’s Life Insurance Reports, except 
for a slight reduction in assets to $2,090,770, and in 
contingency reserves to $44,236 from $47,391. The 
unassigned surplus of the Company of $100,000 rx 
mained unchanged in the examiners’ statement. 


Examiners’ Comments 


From a review of the death claims incurred and 
paid during the period covered by the examination, 
the examiners stated that it appears the company has 
paid its claims promptly and fairly. They also re 
marked that the mortality experience shows sound and 
conservative underwriting. 


NATIONAL (Vt.) 


Term Changes 


A liberalization of its five-year renewable term 
insurance by extension of the age limit is announced by 
the National Life Insurance Company, Montpelier, 
Vermont. The company is now prepared to issue a 
new five-year renewable term policy expiring at age 
65 and convertible at or before age 62. This contract 
will replace the present five-year renewable term to age 
55. The issue ages for the new policy are from 20 to 
54 and maximum limits are $20,000 at age 20 and $50,- 
000, ages 21 to 54. 


NEW ENGLAND 


Hutchinson Director 


President George Willard Smith, of the New Eng- 
land Mutual Life Insurance Company, Boston, fol- 
lowing the regular Board meeting, announced that 
Maynard Hutchinson has been elected a director to 
fill the vacancy caused by the death of the late James 
Dean. 

Mr. Hutchinson is treasurer of the Boston firm of 
Loomis, Sayles & Co., Inc., economic and financial 
consultants, which maintains offices in 10 major cities 
in the East, Middle West, and on the Pacific Coast. 
Prior to his present affiliation, he was for sixteen years 
a shoe manufacturer; hence, in addition to nationwide 
contacts in the realm of finance, he brings with him a 
broad experience in the field of distribution. 
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OHIO NATIONAL 
Sturtevant Dies 


Robert B. Sturtevant, Vice-President of The Ohio 
National Life Insurance Company, Cincinnati, died 
September 28th following an illness of three months 
duration. 


Mr. Sturtevant had been in charge of re-insurance 
for The Ohio National since 1937. He had previously 
held a similar position with the American United Life 
Insurance Company of Indianapolis. 


PACIFIC MUTUAL 


Non-Can Benefits Increased 


Asa V. Call, President of the Pacific Mutual Life 
Insurance Company, Los Angeles, California, an- 
nounces that the first step towards partial restoration 
of the reduced benefits on “Non-Cancellable” Dis- 
ability Income policies was taken October 9th by the 
Board of Directors, at which time $1,800,000 was al- 
located for a program effective December 31, 1942. It 
is contemplated that hereafter, subject to unusual and 
unforeseen conditions which may arise, the Board of 
Directors will once each year appropriate from current 
earnings additional sums to be applied to further aug- 
ment benefit payments until ultimate and complete 
restoration has been effected. It is anticipated that the 
present action will result in a restoration of approxi- 
mately 7% of the reduction in the benefits as effective 
when the new Pacific Mutual Life Company took over 
under a rehabilitation plan the business of the old 
Pacific Mutual Life Insurance Company. 


Original Basis 


When the business of the old company was taken 
over by the new Pacific Mutual Life, the plan of re- 
habilitation provided that all policies, except Non- 
Cancellable Disability Income policies, be reinsured by 
the new company upon the same terms and conditions 
as originally incorporated therein, no change being 
made in Life contracts, Annuity contracts, the Dis- 
ability Benefits on Life policies, straight Accident & 
Health policies, or in the Non-Cancellable Disability 
payments for those then on claim. However, Non- 
Cancellable Disability Income policies, issues of 1918, 
were cut 80% in benefits; issues of 1921, 65% cut; 
issues of 1926, 55% cut; issues of 1929, 45% cut; 
issues of 1931, 35% cut; issues of 1932 and later, 10% 
cut in benefits. The amount of reduction in each case 
placed all the benefits of these different issues of Non- 
Cancellable policies upon approximately the same pre- 
mium dollar basis, the company itself having frequently 
raised the rate and reduced the benefits under the 
various issues, as the experience under the business 
began to prove unfavorable. 
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Flags 


On the big service flag in our 
lobby are 316 stars . . . each rep- 
resenting a Shield Man serving 
with the armed forces. We’re 


proud of them. 


Nearby hangs a Minute Man 
Flag as evidence that more than 
90% of those of us left behind 
are giving them our support by 


buying War Bonds. 


And high atop our building flies 
the Stars and Stripes, most beau- 
tiful of all the flags, symbol of all 
we are fighting for. Forever will 


it wave. 
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ACCIDENT Ixsurance Co., Luc. 





HOME OFFICE, National Building, NASHVILLE, TENN. 
C. R. CLEMENTS, President 


THE SHIELD 
C. A. CRAIG, Chairman of the Board co 
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EUREKA-MARYLAND 
ar 


DIAMOND 
1882 


JUBILEE 
1942 


SIXTY YEARS STRONG 


EUREKA-MARYLAND 
ASSURANCE CORPORATION 


Eureka Building Baltimore, Md. 
































eAmerica’s 
Distinctive 
Hotel 








HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD 


Chosen by 121 Insurance Organizations as their meet- 
ing place—many returning again and again...a 
true "Mecca" for the Insurance Fraternity . . . Where 
you'll always meet your friends and associates. 
e 
W. M. Dewey, President. P. J. Weber, Res. Manager. 


EDGEWATER BEACH HOTEL 


5300 Block Sheridan Road. CHICAGO. 








PHOENIX MUTUAL LIFE 
Business Up 


For the first nine months of 1942, under wartiine 
conditions, the Phoenix Mutual Life Insurance Com- 
pany, of Hartford, reports a gain of nearly $16,000,- 
000 in insurance in force. This brings the total in 
force to a new high level of $726,000,000. During 
the same period, assets increased $14,000,000 to reach 
an all time record of $300,000,000, representing a gain 
of $10,000,000 in the past six years. 

New business is ahead of last year for the corre- 
sponding months, and the number of policies lapsed or 
surrendered is running at an extremely low and favor- 
able rate. 


POSTAL UNION 


Malone Dies 


The Postal Union Life Insurance Company, Los 
Angeles, California, announces the death of President 
William Ruskin Malone in his 78th year. Mr. Malone, 
sometime prior to his association with the Postal 
Union Life, was President of the Postal Life Insurance 
Company of New York City. 


PROVIDENT MUTUAL 


Low Terminations 


Lapse rates in 1942 have hit an all-time low, accord- 
ing to Henry Bossert, Jr.. Assistant Manager of 
Agencies, of the Provident Mutual Life, of Philadel- 
phia, who has charge of conservation. The first-year 
lapse rate in 1942 is down to ten per cent and the 
second-year lapse rate is 3.6 per cent of expgsure. 

Just ten years ago, in 1932, the Company had its 
highest recorded lapse rate in its history with a twenty- 
five per cent first-year lapse rate and a twelve per cent 
second-year lapse rate. “The difference in persistency 
not only has a great effect upon the Company’s insur- 
ance in force, and upon the service of life insurance 
to our policyholders, but a great effect on the agent's 
pocketbook as well,” said Mr. Bossert in a message 
addressed to the Company's agents. 


Effects on Commissions 


“To visualize just what the differences in lapse rates 
means in agents’ commissions, we have calculated that 
nine renewals of five per cent each would have had a 
total value of $2400 for each $10,000 of new premiums 
based on the termination rates of ten years ago. The) 
have a total value of $3700 based on the termination 
rates in effect today. 

“If the nine renewals were followed by ten years of 
forty-cent fees (payable to agents with over a million 
of life insurance in force), $300 would be added if 
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1932 termination rates were effective, but $900 would be 
added under today’s termination rates. 

“Thus, twenty years of renewals are worth a total 
value of $2700 on the termination rates of a decade 
ago, while they are worth $4600 on the termination 
rates of today. In addition, a far larger percentage 
of the full first commissions is likely to be collected 
when the total first-year lapse rate is only ten per cent 
instead of twenty-five per cent.” 


PRUDENTIAL 


War and Aviation Clauses 


The Prudential Insurance Company, Newark, an- 
nounced September 28th, the adoption of New War 
and Aviation Clauses for Ordinary and Intermediate 
Monthly Premium policies and the use of War Clauses 
in all Weekly Premium Industrial policies and rules 
regarding certain other problems related to the war and 
underwriting, 


New Clauses—Ordinary and |. M. P. 


New War and Aviation will be used in Ordinary 
(including Wholesale and Loan Insurance) policies 
issued from the Home Office on and after September 
28, 1942 and in Intermediate Monthly Premium policies 
issued beginning with the official week of October 12, 
1942. Different forms are required in certain states 
hecause of differing requirements. They are in general 
the same in principle. Different forms are used in 
Illinois, Mississippi, Minnesota, Nebraska, and Okla- 
homa. 

Policies issued with earlier clauses cannot be re- 
written with the new clause. 

The new clause provides that the liability of the 
Company is limited : 

“(a) If the insured dies outside the Home Areas 
from any cause while in the military or 
naval forces of any country at war, or dies 
inside the Home Areas within six months 
after returning thereto and while in such 
forces or within six months after ceasing to 
be in such forces, as a result of service out- 
side the Home Areas in such forces; or 

(b) If, within two years from the date of issue 
of this Policy, the Insured dies inside the 
Home Areas within six months after: re- 
turning thereto, as a result of an act of war 
committed outside the Home Areas while 

A the Insured was not in the military or naval 
forces of any country at war, or dies outside 
the Home Areas while not in such forces, as 
a result of an act of war committed outside 
the Home Areas ; or 

(c) If the Insured dies as a result of operating, 
riding in, or descending from any kind of 
aircraft, except as a passenger on a regularly 
scheduled passenger flight of a commercial 
aircraft.” 

(Continued on next page) 
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Winning The Battles 
For New Records 


Life Insurance—the nearest to an “inflation-proof” 
investment that man can make for the future of his 
family and his country. 


Through ever increasing sales Protective Life repre- 
sentatives are keeping their Company one of the fast- 
est growing companies in the United States. 


INSURANCE IN FORCE 


TE ee Sa RE ORE eyes $103,888,399 
ONS OE FRR a need? 107,861,508 
eS eee ere 116,680,239 
Se Ses 128,868,478 
i ees 150,789,506 
Ng Ne eee 163,358,690 
ASSETS 
Oe erica 10,157,473 


NN MT PRE 9K i es adn “as ep a 
I ea eh lg a 9 oe RE Aine, 


11,153,779 
11,848,492 


et 2 ge eee 12,869,418 
NE LE UD SS 6 bak no dice tales oo 14,112,451 
Pb Ey PIPE sce dws cmuaesn en 15,824,080 


Insurance in force in Protective Life is today over fifty-seven 
percent greater than it was five years ago. Assets have increased 
fifty-six percent in the same period. 


. * a 


In addition to these volume objectives Protective Life has 
reached other objectives such as: higher average paid produc- 
tion per year per agent, larger average size policy, larger ratio 
of written to paid business and higher first year renewal ratio. 


* * * 


The Company’s agency contract is designed for quality agents. 


PROTECTIVE LIFE 
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Arms For The Front Line 


Underwriting, like war, requires powerful, 
modern arms to meet conditions of today. 
Fidelity provides its agents with such equip- 
ment. 


There is a Fidelity coverage for every need 
including Regular and Modified Income for 
Life, Family Income and Family Mainte- 
nance, Modified Life, Term to 65, Five Year 
Renewable Term, Disability Income, Juvenile, 
Standard and Substandard. Its successful 
direct mail lead service furthermore is more 
than ever valuable in time saving prospect- 
ing. 


For sixty-four years Fidelity has been build- 
ing its wide reputation as a company friendly 
to policyholders and agents alike. 


aT DELITY MUTUAL LIFE 


INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 





LINCOLN 


HOT EL t Bin Ave- 
45th St. ah oun L. HORGAN 
MARIA KRAMER Gen. Mor- 


President 




















MARIA KRAMER 


Other : 
HOTEL EDISON, age Yor 
ROOSEVELT HOTEL, 




























PRUDENTIAL INSURANCE—Continued 


The “Home Areas” shall mean the 48 States of the 
United States of America, the District of Columbia, 
the Dominion of Canada and Newfoundland. The term 
“war” shall mean declared or undeclared war. Military 
or naval forces shall include land, sea, and air forces, 

The limited benefit has not been changed and is, in 
general, the return of the premiums paid plus 3% 
interest. 

It will be noted that the limitation with reference to 
military and naval service differs in principle from the 
clauses in use since September, 1941. The Company 
believes the new clause is more satisfactory because 
it more definitely defines the conditions under which 
the liability of the Company will be limited. 

It will also be noted that a limitation applying to 
civilians that is effective during the first two policy 
years has been incorporated in the clause. There was 
no similar limitation in the clause adopted in September, 
1941. 

An aviation limitation is included in the clause, and 
this remains substantially the same as in the clauses 
adopted in September, 1941. Because of state laws the 
wording is not the same in all clauses, but the prin- 
ciple in all is that the liability of the Company is 
limited if the death results from aviation except when 
the insured is a passenger on a regularly scheduled 
passenger flight of a commercial aircraft and applies 
whether or not the insured is in the military or naval 
forces. 


War Clause in Weekly Premium Industrial 


A War Clause will be used in all Weekly Premium 


ge Industrial policies issued from applications secured 
@ beginning with the canvassing week of October 5, 1942. 
‘This clause will be the same as the Ordinary and In- 


termediate Monthly Premium clause, except that the 
aviation limitation is omitted and the limited benefit 
is not less than one-fifth of the face of the policy.- 


SOUTHLAND LIFE 


President Duke Dies 
W. C. McCord Successor 


A. Morgan Duke, President of the Southland Life 
Insurance Company of Dallas, Texas, and Chairman 
of the Board of Commercial Standard Insurance Com- 
pany of Fort Worth, Texas, died September 19th, at 
his ranch home near Grand Prairie, Texas. He had 
been ill for about eighteen months. Funeral services 
were held September 21st at the First Methodist Church 
in Dallas. Interment was at Tyler, Texas, his birth 
place. 


McCord President 


John W. Carpenter, Chairman of the Board of Di 


rectors of the Southland Life announced September 
22nd the election by the Board of W. C. McCord as 
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President of the company to succeed the late A. Morgan 
Duke. Judge Lewis T. Carpenter was elected to fill 
the vacancy on the Board of Directors caused by the 
death of Mr. Duke. 

Mr. McCord was born in Greenwood, Arkansas, on 
July 23, 1905. Mr. McCord was actuary for the Atlas 
Life Insurance Company of Tulsa, Oklahoma, and he 
served with that company until January of 1931 when 
he returned to Dallas as actuary of the Gulf States 
Life Insurance Company. 

Following the consolidation of the Gulf States Life 
Insurance Company with the Texas Security Life 
insurance Company in December of 1932, Mr. McCord 
was made Secretary and Actuary of the newly formed 
institution, the Gulf States Security Life Insurance 
Company. In June of 1935, the Gulf States Security 
Life Insurance Company purchased the insurance in 
force of the Trinity Life Insurance Company of Fort 
Worth, Texas and Mr. McCord continued as Secre- 
tary and Actuary of the enlarged Gulf States Life 
Insurance Company. 

On March 8, 1938, the Gulf States Life Insurance 
Company purchased approximately 70% of the out- 
standing stock of the Southland Life Insurance Com- 
pany, and the insurance in force of the former com- 
pany was purchased by the Southland Life Insurance 
Company. In the official personnel of the new South- 
land Life Insurance Company, Mr. McCord was elected 
Secretary and Treasurer. This position he held until 
March of 1942, at which time he was elected Executive 
Vice President and Treasurer. 


STERLING 
Examination 


The Sterling Insurance Company, Chicago, Illinois 
was examined as of December 31, 1941 by the Illinois 
Insurance Department, and the examiners mentioned 
nothing unusual in the company’s operations, closing 
with favorable comments as follows: “The statement 
of assets and liabilities reflects a sound financial con- 
dition with a capital and surplus of $235,106 in excess 
of liabilities. The cash position of the company is well 
maintained and the investment portfolio is composed of 
diversified and marketable securities. The adjustment 
and settlement of policy claims appears to have been 
effected in accordance with policy provisions.” 


Family Group Discontinued 


The report of the examiners verified the income and 
disbursement accounts as shown in the company’s state- 


ment and reviewed in Best’s Life Insurance Reports,. 


but through several minor adjustments surplus was 
reduced to $35,106 from $41,570 in the company’s re- 
port. The examiners stated that the company discon- 
tinued its activities in the Family Group Life contracts 
May 25, 1942, and subsequent to that date has only 





issued policies on pending cases. 
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FOR A NEW APPROACH... to justify an interview with 
the prospect who “won't buy any more /ife insurance”. . . 
the presentation shown above provides the Pacific Mutual 
underwriter with an ideal solution. It shows the prospect 
... easily, quickly, persuasively... how his most valuable 
asset, his income,can be protected through Pacific Mutual's 
5-Way Plan. In one package the prospect is offered not 
only life and retirement protection, but also immediate 
disability protection covering sickness, accident and hos- 
pitalization. 

Pacific Mutual’s 5-Way Presentation shown above gives 
the underwriter something new and different to offer his 
prospects. It’s the tool that completes his selling kit. 
PACIFIC MUTUAL LIFE INSURANCE COMPANY 


A California Corporation 
HOME OFFICE, LOS ANGELES, CALIFORNIA 
Complete Life Insurance Coverage 


Life, Retirement, Accident, Sickness and 5-Way e Participating 
and Non-participating @ Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms, 


PACIFIC MUTUAL SERVICE SINCE 1868 
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Biographical Questionnaire 


HEN man is born, people ask: 

“How is the mother?’ When he 
marries, they say: “What a beautiful 
bride! "" When he dies they ask: "How 
much did he leave her?’—Fountain 
Inn (S. C.) Tribune. 


How much he leaves is the business 
of few outside his family, but if the 
inquiry can be answered in generous 
terms of your business, Mr. Life Under- 
writer, the “beautiful bride” will be a 
grateful widow. 





BRADFORD H. WALEER, President Home Office: RICHMOND 





WIFE company of WURGUNIA 





Just the 
Vacation 
you need 


DENVER 


Colorado 


and 
the thrilling 
ROCKIES 


OR TWO PERSONS 
WITH PRIVATE BATH FROM yo] 
FOR ONE OR TWO PERSONS 
ROOMS WITHOUT PRIVATE BATH FROM $22 
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UNITED (Ill.) 


Examination 


The United Insurance Company, Chicago, Illinois, 
was examined by the Illinois Insurance Department as 
of December 31, 1941, and some of the more important 
comments of the examiners are reviewed briefly here- 
after. 

It is customary for the Director of Insurance of the 
state of Illinois in filing and approving an examination 
report, to call the attention of the officers and directors 
of the company to certain material items which require 
correction and to enter certain orders in connection 
therewith. In this report it was ordered by the De- 
partment of Insurance that the company be governed 
by the following: 


1. The report of examination reveals that the books 
and records of the Company have been carelessly 
maintained and that the annual statement for the 
year ended December 31, 1941 and other state- 
ments submitted to the Department of Insurance 
did not accurately reflect the condition of the 
company. 

“*** In the future the Company must maintain its 

accounts in accordance with the provisions of the 

above mentioned Section (Ed. Note: Section 

133) of the Illinois Insurance Code and all state 

ments submitted to the Director of Insurance 

must be accurately computed and must accurately 
show the condition of the Company as of the 
dates of the statements.” 


The examiners pointed out that sizable errors were 
found in the several items mentioned under the heading 
of: (1) Policy Loans and Liens; (2) Policy Reserve 
Valuation ; (3) Premiums in Course of Collection; (4) 
Reserve for Unearned Premiums. As a result of their 
investigation, the examiners verified the Income and 
Disbursement Account as filed by the company and re- 
produced in Best’s Life Insurance Reports, but assets 
were increased to $1.045,058 and surplus decreased 
$39,143 to $84,513. The surplus on various accounts 
was increased $42,668 by the examiners, but decreased 
on other accounts $81,811, a net decrease of $39,143. 
On the increase side, the largest items were $10,000 
which the company had set up for reserve for contin 


BEST'S LIFE PUBLICATIONS 
—1942 EDITIONS— 
BEST'S LIFE INSURANCE REPORTS 
BEST'S ILLUSTRATIONS 
BEST'S CHART OF RECOMMENDED 
LIFE INSURANCE COMPANIES 


The Most Complete, Reliable and 
Valuable Information Obtainable 


ALFRED M. BEST COMPANY, INC. 
75 FULTON ST., NEW YORK, N. Y. 
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gencies and which the examiners included in unassigned 
funds, and $31,714 representing premiums in course 
of collection in the Casualty Department. Decreases 
were largely for total unearned premiums in the Cas- 
ualty Department, $24,823 and in the same department 
commissions due agents, $24,471. 

In connection with certain industrial policy loans, the 
examiners stated : 

“Interest at the rate of 6% per annum in advance 

is charged on both Ordinary and Industrial policy 

loans. It is apparent that many Industrial policy 

loans are made in lieu of cash surrender values ap- 

plied for as applications for surrender were found 

in the files, together with the policy stamped as paid 

by the company. The practice of deducting a full 

year’s interest is detrimental to those policyholders 

as it is evident they do not intend to pay future pre- 

miums. 

Capital Increase 

In 1932 the company had decreased its capital from 
$300,000 to $200,000, which latter figure was then below 
the minimum requirements for operation in the state of 
Michigan. All of the outstanding business in Michigan 
was reinsured in 1933 with the Great Northern Life 
Insurance Company of Milwaukee, Wisconsin. On 
January 28, 1942 the company, by virtue of an increase 
in capital stock, qualified in the state of Michigan and, 
under an agreement dated March 2, 1942, assumed the 
policies formerly reinsured together with the business 
written by S. J. Arcaris, former general agent of the 
United of Michigan, who was appointed in a like ca- 
pacity by the Great Northern at the time of the rein- 
surance. 








INSURANCES 


It is a matter of policy with The Waldorf to 
give more than is expected. You can count on 
spacious rooms. You are sure of fine food. 
You know Waldorf service will live up to its 
reputation. But apart from these things, The 
Waldorf is a hotel with a heart, welcoming 
you with gracious hospitality, entertaining 
you with friendly warmth. And Waldorf rates 
represent greater value now than ever before. 


THE 


WALDORF-ASTORIA 


PARK AVENUE * 49TH TO 50TH + NEW YORK 
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Casualty—1,000 miles from the enemy 


LMOST as fatal as a bullet or a 
shell is the breakdown in the 
spirit of a sailor or a soldier. 


Our men have the finest spirit in 
the world. But it must be main- 
tained in the American way. 


They must not be made to feel 
that they are mere automatons, 
fighting machines, as the armed 
forces of the dictators have been 
made to feel. 

Life in our navy and army is 
hard. Discipline is tough. It must be. 
But there also must be moments 


when the sailor or soldier is treated 
as Mr. Somebody-or-other. 


That’s where the USO comes in. 
For the USO is the banding together 
of six great agencies to serve one 
great purpose—to see that our boys 
in the camps and naval stations 
have a place to go, to turn to, a 
“home away from home.” 


The duties of the USO have more 
than doubled during the year. It 
must serve millions more men. Its 
field of operations has been enlarged 
to include many parts of the world. 


To carry oh its important work, 
the USO must raise $32,000,000. It 
needs your contribution. No matter 
how small you make that contribu- 
tion, the USO needs it. And it needs 
it now. 

You are beset by requests for 
help on all sides. By all means, try 
to meet those requests. But among 
them, don’t neglect the USO. 


Send your contribution to your 
local USO committee, or to USO, 
National Headquarters, Empire 
State Building, New York. 


Give to the U 5 0 
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(Premiums, Values Changed) 
National Progressive, Omaha 
100% Lien Proposed) .......... June 101 
Reinsured in Guardian Nat.) ....Aug. & 
wa’ 2 Mutual Aid, Washington 


-.-June 101 








ses New Busine BB) cccccoes June 102 
New England Mutual, Boston 
(Booth Made Attorney) asebenevees May 40 
(New Retirement Forms) July 166 
(Commission & Ret. Plan) ......July . 
(Six Months Results) ............ Sept. 
(Hutchinson Director) ........... Nov b 
ae, | World Life, Seattle 
3 Buys Home Office) .............. May 42 
Johnson Head of U.S.C.) ...... June 102 
New York Life, New York 
(Policies on Children) ............ May 42 
(Sinclair Roomy soneeveteene June 102 
(Young & Sinclair) ............. June 102 
a errr June 102 
(Benefits oy PEPTIORD. oc ccccccnces June 102 
ree Bonn a Option) .. --July 172 
tr ...Sept. 70 
iRuchese BIEOE) cnccccccccccccvecs Sept. 70 
(Dickey a Director) ......crscesses Oct. 62 
North American Life, Toronto 
CHlew TREWEBCMER) ccccccccccccccccs Aug. 
North American Re., New York 
(Thomson Retires) ............++. May 43 
Northwestern Mutual, Milwaukee 
(First Quarter Report) e2ccecsecce May 43 
(Lochemes a rae ES 
(New Highs—Two Directors)..... Aug. % 


Northwestern National, Minneapolis 


(New Policies) ...ccccccccccccces June 104 
Dividends Continued) .......... June 104 
Non-Pat Of 8396) ..ccccccccccces June 104 

\Bettroment OMEIORE) cccccccccces June 104 

0. Promotions) .............. Aug. 57 
Occidental Life, Los Angeles 
Reduces Register Lien) .......... May 45 

{Federal Reserve, 79H) cccccecccccs May 45 
Tookey Now Actuary) ......... June 105 
(Hope Retires) ...........0-.500+ June 105 

Occidental Life, Raleigh . 

(Examination Favorable) ........ Aug. 57 

Ohio National, Cincinnati 
Examination Favorable) ........ Aug. 58 
rT ere Nov. 63 


Ohio State, Columbus 
(Quarter Results: Ross Medico) June 106 


CRenmertte Geins) ...rccccsccccccce Sept. 71 
Old Line Life, Milwaukee 
(Production) itdhebeentthe seeker om f S 
ez Months Results) ............ Sep 
Hawkins Medical Director) . *“Eaee. 
Olympic National, Seattle 
Report Favorable) 6000000885606 Sept. 71 
Pacific Mutual, Los Angeles 
(Kem See re May 46 
(Call Now President) .........+... May 46 
(Income Security Policy) ........ May 46 
(S. M. Griffith, Director) ....... -..May 46 
(1942 Dividends) FRASER 
(Cross & Holupp’ Vice Pres.) ....May 46 
(New Dividend BBO) coccoscocoe July 173 
(MacEwen To War Work) ...... Sept. 72 
(Examination Favorable) ........ Oct. t2 


(“Non-Can” Benefits Increased) ..Nov. 63 
Peerless Insurance, Chicago 


CMixamMined) ...ccccccccsecccscess July 173 
Peoples Life, Frankfort : 

Adopts 3% ad Te Sept. 7: 

Other Casaqes) VOT OTT ore Sept. 74 
Philadelphia Life, Philadelphia 

Term to POHMCY) .ccccccccceces Aug. 58 
Phoenix Mutual, Hartford 

CRON TD ic ccdcccscscisocsovecs Nov. 64 
Postal Union, Los Angeles 

CEES TIED occ cccccccccccescess Nov. 64 
Preferred Life, Montgomery 

(1041 Statistics) ..........sc00.. June 106 
Protective Life, Birmingham 

(Medical Director) .........e0--0. May 48 
Provident Life & Acc., Chattanooga 

(en-Gocupatienes ae Fy <7 

(Six Months’ Results) .......... Sept 
Provident Life, Bismarck 

(Vetter Actuary) ......ccccseceee June 106 

(Favorably Examined) .......... July 174 

(Goes on 3% Basis) .........+..- Sept. 74 

(Miss Beach Retires) ............ Sept. 75 

(Edick & Vetter Promoted) ...... Sept. 75 
Provident Mutual, Philadelphia 

(Director Wayne Dies) .......... July 174 

(Reports Gains) .......-.seeeeees ug. 59 

(Scattergood Asst. Treas.) ....... Sept. 75 

(Low Termination) .............. Nov. 64 
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prudential, Newark 


(Term to Age 65) ...... 6a00060b008 May 48 

(Government Bonds) ............ June 107 

(Advertising Under Chace) ...... June 107 

(Mutualization Near) .........++. Aug. 59 

(T. G. Walker Director) .......... ug. 60 

(Complete Mutualization) ........ Sept. 75 

(0. &B. BORER) ccccccsescscceccsces pt. 76 

(Remaining Stock Purchased)..... Oct. 66 

(New War Clauses) ..............Nov. 65 
Pullman Porters’, Chicago 

(Examined) ..c.ccccccvccecccccece June 107 
Pure Protection, Chicago 

(HxAMIMeG) .ccccccseccocccccccce July 174 
Reliance Life, Pittsburgh 

(Favorably Examined) .......... June 107 
Reliance Mutual, eee 

(Report of Examination) ......... Oct. 66 
Rural Life, Dallas 

(Correction Notice) ........s.+0+. Aug. 60 
St. Louis Mutual, St. Louis 

(Considers Mutualization) ........ May 49 
Saskatchewan Life, Regina 

(Changes Zit) seudeewerescocened Oct. 66 
Seaboard Life, Houston 

Re | ae May 49 
Security Life & Trust, Winston-Salem 

(W. Y. Preyer, Director) ....... June 108 
Security Mutual, Lincoln 

(Favorably Examined) .......... July 174 
Security Mutual, Binghamton 

CWE SD nccnccercsscsodececes ug. 60 

(Hospital Expense Policy) ....... Aug. 61 

(Recent Business) ...........ce0% Sept. 76 

(Rates on Amer. Men 3%) ........ Oct. 66 

oy ROSS gg rrr Oct. 66 
Shenandoah Life, Roanoke 

(Bloodworth Dies) .............. June 108 

(Trinkle Advanced) ............. June 108 

Oct. 67 


(Harr Resigns) 


Southeastern Life, Greenville 





(New Company) ........... oc0ee hue. @ 
(New omens 000neoeeesoesseve Sept. 77 
(Additional Information) ......... Oct. 60 
Southern L. & H., Birmingham 
(Report Favorable) Sotetesseees Aug. 61 
Southland Life, Dallas 
i ie ine cwise eek baenat-a Nov. 66 
(McCord President) .............. Nov. 66 
State Farm Life, Bloomington 
(Perry Vice President) .......... Sept. 78 
State Life, Indianapolis 
(To Reinsure Hearthstone) ......Nov. 58 
State Mutual Life, Worcester 
ipompereetee Plan) $00esecseseee Aug. 61 
Executive Changes) ............. Oct. 68 
(June 30th Figures) .............. Oct. 69 
State National, St. Louis 
(Examination Favorable) ........ Oct. 68 
Sterling Insurance, Chicago 
FS er Nov. 67 
Sun Life, Montreal 
(Dividend Scale Decreased) ...... May 49 
Ne B. Macaulay Dies) ............ May 49 
New Settlement Options) ........ May 49 
Child’s Assur. Extra Prem.) -July 176 
Revises Disability) ....... ug. 
(U. 8. Branch Figures) ... Oct. 70 
(June 30th Figures) ...........+.. Oct. 70 
Sunset Life, Olympia 
(Hotiatity Heese. V.P.) .ccccocccsss Oct. 71 
Texas State, Dallas 
(Correction Notice) .......e.see. Sept. 78 
Travelers, Hartford 
(New “Triple Protection”) ...... July 176 
(Pays 300th Dividend) ............ Aug. & 


Union Central, Cincinnati 






ene my oe Postponed) ...... June 108 
Error im Reports) .............. July 177 
(Examination Favorable) ........ pt. 
Union Lahor, New York 
(Accident DED + sbe0ess00008 June 108 
“ Basis; Other Changes) ...... Aug. 64 
United Insurance, Chicago 
EN PORT re Nov. 68 
United Services, Washington 
(Stops New Business) ............ May 51 
United States Life, New York 
(Louis Asst. Secretary) ........... May 52 
Victory Life, Topeka 
D EMD cesvccicrecccseses June 108 
Washington National, Chicago 
Cc. P. Kendall Dies) ....... May 52 
Griffin Treasurer) ... June 108 
Crawford Dies) ......... Sept. 79 
Home Office Promotions) ........ Oct. 71 
West Coast, San Francisco 
Rr May 52 
Western & Southern, Cincinnati 
(Rates Increased) ..........--..+0. ay 54 
Western Catholic Union, Quincy 
CEREBRO a ccccccccccsoceseoes J 109 
Western Life, Helena 
(Favorably Examined) sececcoose June 109 
Westland Home, San Francisco 
(Financial Figures) ............- June 109 
Wisconsin Life, Madison 
GO BREED hese cceucevecesescoceted Oct. 71 
Wisconsin National, Oshkosh 
CZOMED THREE) oc ccccescccvcecceces July 177 
Wisconsin State, Madison 
(Dividends Continued) ............ May &4 
Woodmen of the World, Omaha 
(Government Bonds) ............. Oct. 71 
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YOU’LL BE WANTING... 


THIS ISSUE OF THE “NEWS” IN A FEW MONTHS TO REFER TO SOME 
ARTICLE OR EDITORIAL. THE WAY TO BE SURE IT WILL BE AVAILABLE 
IS TO KEEP IT IN A BEST BINDER. ORDER YOURS TODAY. 
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